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How YOUR COMPANY 


CAN MEET ONE OF [9334 
URGENT PROBLEMS 


Not even second to new production is the other urgent 


problem of these changing times... the conservation of insurance in force! 


@ How many of your 
policyholders have 
found it impossible 
to carry out their 
existing insurance programs? How many are on the 
verge of action because the premium plus the interest 
load on their policy loans is too heavy to carry any 
longer? How many are ready to consider and apply 
for additional protection? 
@ The answers to these questions are pure guesswork 
until personal contact is established with each policy- 
holder. Then, and then only can your company help 
the insured by learning the facts of his changed cir- 
cumstances and determining whether his present pro- 
gram or a revised program is right for him today. 
@ Part of our service is to reestablish this contact 
between you and your policyholders. The American 


Conservation Company, through its nation-wide field 


AMERICAN 
LIFE INSURANC 


307 NORTH MI¢ 


force, is in a position to service policyholders—no 
matter where they may be, in the United States or 
Canada— in large or small companies. It makes no dif- 
ference whether the service involves 1,000 or 100.000 
policyholders. Moreover, we are in a position to con- 
tact promptly those thousands of policyholders who, 
investigations have revealed, are in localities entirely 
out of touch with company agents. 

@ By means of a new plan created by this organization, 
it is possible for a company to employ the American 
Conservation Company to rewrite business upon which 
there are policy loans and to reinstate on a premium- 
paying basis insurance now running as paid up or ex- 
tended insurance —all this without making it necessary 
to dispose of any reserve assets to pay commissions. 
@ A letter will bring complete information on this 
plan and the service conducted by the American Con- 


servation Company. 


CONSERVATION COMPANY 
SERVICE ¢ HERBERT G6. SHIMP. PRESIDENT 


(HIGAN AVENUE. CHICAGO 
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President Vice-President Secretary 


A Continued Conservative 
Development Program 
In Each Department 


ORDINARY INDUSTRIAL 
Operating in 26 States, Cuba, 

















WHEN YOU SELL LIFE INSURANCE SELL 


MERRY CHRISTMASES 


Hawaii, and Porto Rico A life insurance policy for as little as 
; ; : ; $1000 will provide some one with merry 
A Well Diversified Line of Modern Policy Contracts, Christmases as lonq as they live! 


including Juvenile Policies, Retirement Income Policies, 
Salary Savings, and all Types of Annuities, enable our 
Representatives to render the Insuring Public the Best in 
Life Insurance Service. 


When you sell life insurance, don't sell a 
policy! Sell the happy days which life in- 
surance makes possible. 


Men of Character and Integrity, desiring a connection 


with the Ordinary Department, providing Liberal First 
Year and Renewal Commissions are invited to address 
inquiries to 


Earnest L. Roberts, Vice-President : 
American National Insurance Company ‘Provident ‘Mutual 
Life Insurance Company of ‘Philadelphia 


Galveston, Texas Founded 1865 




















a maximum return. 


We solve the problem satisfactorily for Postal 


TURN YOUR CAPITAL | Annuities Insurance 
National underwriters by furnishing them, free 


An underwriter’s time and skill represent his 

of charge each week, with Zoned Prospects. A M E q i CA N 
Zoned Prospects make every interview definite ; 
provide a very definite approach to the prospect; 
conserve the underwriter’s time; enable him to 
make more sales per interview. 


capital. The problem is to make that capital yield 
If you are located in New York or New Jersey 

















and HAVE NO AGENCY CONNECTION AT 
PRESENT, learn what Zoned Prospects could do 
for you if you represented Postal National under 
one of our improved new general agency con- 
tracts. 
Write INSURANCE COMPANY 
for full particulars ay ee a 
HERBERT M. WOOLLEN, President 


POSTAL NATIONAL 


Life Insurance Company 


Of America 
ARTHUR JORDAN Guaranteed Guaranteed 


President 
511 Fifth Avenue New York City Benefits Low Cost 
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Looking back over 1933, the U. S. F. & G. 
acknowledges a debt of gratitude to its 
army of agents and brokers. Through 
their efforts in behalf of sound insurance 
protection, each has been a constructive 
force in his own community, each a con- 


tributor to local growth and progress. 


UNITED STATES FIDELITY AND GUARANTY COMPANY 
with which is affiliated 





F&G FIRE 


FIDELITY AND GUARANTY FIRE CORP. 


Home Offices: 
BALTIMORE, MARYLAND 
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VOL. CXXXI THURSDAY, DECEMBER 21, 1933 No. XXV 
This Week: The Spirit of Christmas 
ENDOWED 


A recent magazine article by Mary 
McCormic disclosed that the popular star 
of Grand Opera had experienced her share 
of financial headaches along with the rest 
of the country, having lost a fortune in 
the Insull crash. There remains a sub- 
stantial back-log, however. It is in the 
form of a life insurance endowment policy 
which will be paid up in a few years more. 
Miss McCormic's opinions on this sort of 
property are given in an article on page 10. 


* * * 
TRENDS 


The trend to life insurance as investment 
is discussed by Dr. S. S. Huebner, dean of 
the American College of Life Under- 
writers, in this issue. A report of his address 
at the recent Insurance Day meeting at 


Hartford, Conn. 


* * * 
FIFTY-FIVE A 


Albert Hirst, counsel of the New York 
State Association of Life Underwriters, re- 
views a recent supreme court decision in 
a case growing out of litigation in which 
New York's famous Section 55a played an 
important part. 

* * * 


DOORWAY 


The home office building of the Great 
Western Insurance Company, Des Moines, 
lowa, is described in an article on page 12 
and a picture of the entrance of the 
building, one of the most attractive in 
America, is featured on the cover. 


Next Week: 


THE CUTHBERTS 


John Ashmead, who handles the adver- 
tising and publicity matters of the Phoenix 
Insurance Company of Hartford, contributes 
another delightful chapter in the Cuthbert 
and Cuthbert series, wherein father and son 
discuss profits. 








WENTY centuries of human time have contributed to the saga 

and tradition of Christmas. Nation and race in every clime 

throughout the years, have given utterance in song and story, by 
pen and brush, to their belief that the destiny of mankind was altered 
at the foot of the Crib of Bethlehem. The story told was sim- 
plicity itself—peace of mind, joy and happiness, would come more 
surely to those who unselfishly sacrifice and work for the good of 
others. All that man has achieved in the intervening ages has been 
but cumulating evidence to the worth and truth of this doctrine, 
and nothing has been added to broaden or brighten the wisdom and 
value of the lesson it taught.. Its force has ranged the rank of 
humanity, just as its first tribute came not only from the three wise 
kings, but as well from the:three humble shepherds. 


Since the first Christmas, nations and men have halted and flound- 
ered as they placed their trust in the baser things of earth and dis- 
carded the teachings that held that lasting benefit was possible only 
through things which gave to mankind a better way of following 
the Golden Rule with peace and love the guide and mentor. For 
might and power, and riches and pomp, while in ever-recurring 
cycles have wielded a weight and influence upon man, have withered 
and seared and brought ultimate destruction and dishonor. Where 
humility and charity have guided the course of affairs, and men 
have placed their selfish aims subservient to the common good, 
there has been lasting gain. 


Throughout all the year, man is wont on holiday and holyday and 
workday to center his thought and his work about himself. As 
Christmas approaches, he is instilled with the fervor which led 
Christianity through the catacombs, to the farthest reaches of the 
earth, and the help he can give and the joy he can bring to others 
become his first consideration. He recognizes that Christmas time 
for him can only be merry insofar as he can ease another’s burden 
or add to the joy of a loved one. With this thought uppermost, 
The Spectator and its staff wish to the men and women of insurance 
a Christmas that is brightened by the knowledge that their business 
more closely approximates the spirit of the lesson taught on the 
first Christmas day. They serve humanity throughout the year, 
for by keeping alive the story of insurance, they awaken sentiments 
attuned to the welfare and good of others. The greatest hope of 
insurance men for permanent prosperity is in retaining in their 
daily year-round labors much of that unselfish goodliness which 
inspires and is the essence of a Merry Christmas. 

BEVG 
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N his address at Hartford, Conn., 

last week, before a large audience of 

agents, company executives and in- 
surance department officials gathered to 
celebrate Connecticut Insurance Day, 
Dr. S. S. Huebner, Professor of Insur- 
ance and Commerce at the University 
of Pennsylvania, paid high tribute to 
the excellent solvency record of the 
insurance business during the depres- 
sion years. Dr. Huebner presented a 
mass of facts and figures testifying to 
the great soundness of legal reserve 
life insurance, and emphasized par- 
ticularly the fact that the average an- 
nual loss to policyholders during the 
business depression has been less than 
one-tenth of one per cent of the com- 
bined life insurance portfolios of the 
companies transacting business in this 
country. 


Possibilities Under Inflation 


With regard to the possibility of in- 
flation and its probable effect upon the 
insurance business Dr. Huebner pointed 
out that inflation has no bearing on the 
solvency of the life insurance invest- 
ment. According to Dr. Huebner, infla- 
tion is equally applicable to investments 
by individuals in bonds, to savings 
banks and other bank deposits, to build- 
ing and loan associations, to invest- 
ments in first mortgages and to all 
other types of gilt-edged investments. 
In the case of all these forms of invest- 
ment the number of dollars in any event 
is absolutely assured, and there can be 
no loss to insurance policyholders as 
a result of possible decreased purchas- 
ing power of the dollar and increased 


commodity values that is not equally 
applicable to all other non-speculative 
types of investment. 

As for the possibility of hedging 
against inflation through the purchase 
of speculative equities and commodities, 
Dr. Huebner pointed out that inflation 
equities have already substantially dis- 
counted the possibility of a devalued 
dollar. In addition, he stated that 
while some stocks have broken into new 
highs, other groups of shares are prac- 
tically at the lows for the year, and 
indicated the belief that very few in- 
vestors are able to choose wisely be- 
tween groups of equities with respect 
to price movements that might result 
from inflationary measures. 

The increasing recognition of the de- 
pendable solvency of life insurance pol- 
icyholders will, asserted Dr. Huebner, 
bring about an increased demand for 
the higher premium forms of insurance 
(including ordinary life and endow- 
ment policies) as compared with term 
insurance, in order to meet the three 
great hazards to which the average 
man is subject from an economic 
standpoint, namely, premature death, 
financial reverses while the policyhold- 
er is living, and the accumulation of 
funds to yield an income when retire- 
ment age is reached. More and more, 
said Dr. Huebner, it will be appreciated 
that there are only two types of pol- 
icies, namely, “pure term insurance” 
and “investment insurance.” The em- 
phasis will be increasingly upon invest- 
ment insurance, as more and more in- 
vestors appreciate the great strength 
of the life insurance business, he said. 


The 


INCREASING TREND 


TO 


INSURANCE 


AS 


INVESTMENT 


By 


DR. S. S. HUEBNER 


In the remainder of his talk Dr. 
Huebner emphasized five other impor- 
tant trends which in his belief are 
bound to have a very wholesome in- 
fluence upon the life insurance business: 

1. A much greater educational em- 
phasis upon the character of the po- 
tential estate. 

2. Increasing emphasis upon life in- 
surance as a will. 

3. An increasing regard for the an- 
nuity service of life insurance. 

4. Growing emphasis upon the con- 
servation of the potential life value. 

5. Growing importance of life insur- 
ance in the field of organized philan- 
thropy. 


These five important trends in the 
life insurance business were discussed 
by Dr. Huebner in detail as follows: 


Present-Day Trends 


“In the past there has been a great 
deal of talk about death in a very gen- 
eral way. More and more, however, we 
will cease prattling about death and 
will emphasize the importance of that 
which really dies, namely, the potential 
estate. Man’s potential estate may be 
said to comprise five assets, namely, the 
money value of character; the money 
value of health; the money value of the 
investment within one’s self by way of 
education and training; the money 
value of the creative instinct in man, 
and the money value of man’s pertinac- 
ity to attain a worthwhile objective in 
his calling. Collectively speaking, these 
five assets constitute man’s potential 
estate, that is, his future possibilities, 
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and represent the economic factor 
which dies, and which therefore needs 
to be insured just as any acquired es- 
tate is insured against hazards to which 
property is subject. He who opposes 
life insurance simply belittles himself 
as well as his profession or calling. 
Such opposition is ludicrous, and the 
result of thoughtlessness which could 
easily be avoided if the emphasis of our 
education were placed where it belongs. 

“Educational emphasis upon the con- 
cept of the ‘potential estate’ will at once 
focus the mind upon viewpoints inti- 
mately associated with the management 
of an estate. The thought of having a 
will becomes self evident. Life insur- 
ance is really a last will and testament 
of a very special kind, bequeathing to 
heirs the money value of a potential 
estate in the same sense that a so-called 
property will conveys to them the ac- 
quired estate. 

“Under this conception of the nature 
of life insurance, wife and children 
will not be regarded merely as bene- 
ficiaries in a general sense, but as 
‘heirs,’ and the policyholder will con- 
sider himself as a testator rather than 
merely as a policyholder. In fact wife 
and children are not beneficiaries and 
do not benefit at all from life insur- 
ance. They do not receive one cent 
which they did not already possess as 
their interest in the potential estate 
which is behind the family. In fact, 
very few are as well off as a result of 
receiving the proceeds of life insurance 
as they were while the potential estate 
was still operating for their benefit. 


Better Planning In Prospect 


“The only real beneficiary who bene- 
fits from life insurance is the policy- 
holder, who through mental and invest- 
ment security derives great benefits 
from his life insurance which he would 
not otherwise obtain. Moreover, focus- 
ing the attention upon the concept of 
‘an estate’ means that the policyholder 
will endeavor to name his heirs (so- 
called beneficiaries) with greater care. 
He will also think at once of proper 
trust arrangements, and the so-called 
cptions in the life insurance contract 
will acquire much greater significance 
than they now have. 

“The American public is rapidly tak- 
ing to the idea that at least a part of 
the fruits of life’s toil should be liqui- 
dated during old age, with a view to the 
securing of a much larger income than 
would be possible through ordinary in- 
vestment channels. This idea is also 
winning favor because of the known 
dependable solvency of annuities. More 
and more the middle class American 
family is taking to the idea that every- 
thing should be done for the children 
by way of a proper preparation for 
their future economic life, and that 
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this is more important than to skimp 
such preparation and leave an estate 
at the time of the parent’s death. 
“Middle class parents are also in- 
creasingly anxious to free their chil- 
dren from the burden of parental 
financial support. Where there are 
children in the family, the refund an- 
nuity is clearly on the growth, and 
relatively speaking it is difficult to see 
how the annuity idea can receive a set- 
back. It is likely to be the greatest 
single development in life insurance, 


P age 7 


relatively speaking, during the next ten 
years. 

“The past has witnessed an enormous 
development in the elimination of 
wastage in the field of property and 
casualty insurance, through well 
thought out prevention methods. The 
same will be true in the field of life 
insurance during the next decade or 
two. Emphasis upon the potential es- 
tate concept will naturally set in 
motion a long train of thoughts, and 

(Concluded on page 19) 








Important Court Decision 


Appellate Division of New York Supreme Court Rules 
on Application of Section 55-A 


By ALBERT Hirst 


Counsel for the New York State Life Underwriters Association 


TTENTION is called to a recent 
decision of the Appellate Term 
of the Supreme Court of the 

State of New York, which determines 
two important questions that arose as 
to the application of Section 55a of the 
Insurance Law of the State of New 
York. The first question is: 

Whether creditors of a policyhold- 
er may reach dividends which the 
policyholder left to accumulate with 
the insurance company ? 

And the second question is: 

Whether or not creditors have any 
rights against the policyholder carry- 
ing endowment insurance which, if he 
outlives the endowment period, is 
payable to him personally? 


The decision was published in the 
New York Law Journal on Dec. 1, 1933. 
The case is entitled “In the Matter 
of Supplementary Proceedings: Indus- 





Albert Hirst 


trial Rediscount Corporation, judgment 
creditor, appellant, against William 
Shopper, judgment debtor, respondent.” 
The facts are these: 

Mr. Shopper carried four policies of 
insurance with the New York Life In- 
surance Company; one of them, a 
twenty-year endowment policy, in the 
sum of $1,000. The policies were pay- 
able, in the event of his death, to his 
wife, and the endowment policy, if he 
survives the endowment period, to him- 
self. He left all his dividends with the 
company to accumulate. He became in- 
debted to the judgment creditor in the 
sum of $142.74. Upon an examination 
of Mr. Shopper, the creditor discovered 
the existence of the policies and served 
an order on the insurance company, by 
which it was restrained from making 
any transfer of the moneys. Subse- 
quently, the insured desired to borrow 
on the security of his policies for the 
purpose of paying a premium, and on 
that occasion learned of the existence 
of the court order. The company re- 
fused to make any loan while the order 
was in effect. Thereupon the debtor 
made a motion for the purpose of vacat- 
ing the order served on the insurance 
company, and Mr. Justice Noonan of 
the City Court of the City of New York, 
on April 27, 1933, granted the motion. 
The judgment creditor thereupon ap- 
pealed to the Appellate Term of the 
Supreme Court, which, however, af- 
firmed the decision of the lower court. 

It is important to note that the judg- 
ment creditor in this case made no at- 
tempt to reach the cash surrender 
values of the policies, which it apparent- 
ly admitted were not subject to cred- 
itors’ claims. 
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With the Editors 


Sharpening Working Tools 


UCH has been said and written 

about Section 55a of the New 
York Insurance Law. Its intent is 
plain—the protection against all haz- 
ards the proceeds of life insurance, 
even from the claims of creditors of the 
insured. Its practical application is as 
smooth and as simple as it is possible 
for any piece of legislation, subject to 
judicial interpretation, to be and in the 
main the courts have found themselves 
in agreement on the various provisions 
of the law. It is evident, however, that 
simple though the law may be, its bene- 
fits are still largely unappreciated by 
many life underwriters and so the New 
York Association officers recently have 
put on a drive to better acquaint the 
agents with the customer benefits and 
selling advantages of the section. 

Albert Hirst, counsel of the New 
York State Association and one of 
those actively concerned with the in- 
troduction and passage of the legisla- 
tion about six years ago, has prepared 
a booklet containing a thoroughgoing 
explanation of both Section 55a and 
Section 15 of the Personal Property 
Law, which similarly protects policy 
proceeds left with life companies under 
“modes of settlement.” This booklet 
has been printed and distributed by the 
New York State Association and it be- 
longs in the sales kit of every life 
underwriter operating under the laws 
of New York State. 

The entire effect of Section 55a and 
Section 15 of the Personal Property 
Law, two items of legislation which 
place the insured and his beneficiary 
in an unparalleled position of security, 
are outlined by the author of the book- 
let as follows: 

“If we keep in mind the Sections dis- 
cussed we find: 

“(a) The insured, who has reserved 
the right to change the beneficiary, 
holds his policies free from the claims 
of his creditors; one cannot hold any 
other property under such complete 
control and at the same time free from 
the claims of creditors; 

“(b) During the life of the insured, 
the creditors of the beneficiary have no 
right to cash surrender or loan values, 
or other monies due under the policies 
(with an exception not here impor- 
tant). 

“(c) After the death of the insured, 
his creditors have no share in the pro- 
ceeds. 

“(d) After the death of the insured, 
if the proceeds are paid under a mode 
of settlement containing the language 


necessary under Section 15, creditors 
of the beneficiary may not reach the 
benefits accruing to the beneficiary (ex- 
cept in an action for necessaries) .” 





Better Times Ahead 


N important feature of the Connec- 

ticut Insurance Day held last 
Thursday in Hartford was the open 
forum at the afternoon session led by 
Dr. R. S. Huebner, professor of Insur- 
ance and Commerce, University of 
Pennsylvania, and dean of the American 
College of Life Underwriters. At the 
morning session, Dr. Huebner delivered 
a prepared address which is reported 
elsewhere in this issue, and later 
he answered questions which were 
handed him from the floor. One man 
asked, ‘““What makes you think we have 
turned the corner?” 

Dr. Huebner answered shortly and to 
the point: “The stock market.” He ex- 
plained his answer by stating that it 
was just as true today as it has always 
been that the stock market is the 
barometer of conditions to come. Its 
warning of the depression was unmis- 
takable, he said, and he was firmly con- 
vinced that during the past months it 
is hardly less surely showing that we 
have rounded the corner of depression 
and that the return to normal condi- 
tions, to be followed by prosperous 
times, is well under way. 

We believe Dr. Huebner is right, and 
we are confident that no one will be 
more benefited by the improvement in 
industrial and financial conditions than 
will be the life insurance business. The 
life agent, naturally, has not escaped 
the results of the depression that has 
affected every one of us, but the reward 
ahead for his continued intelligent and 
faithful work will be great. 





The Fire Loss 


HE National Board of Fire Under- 

writers’ monthly report on fire losses 
in the United States is again encourag- 
ing since it shows that the loss for 
November was nearly 28 per cent less 
than the loss for the corresponding 
month of 1932. The figures are $22,- 
454,200, which is a little more than 4% 
per cent above the loss for October. 
There is every reason to believe that 
the total fire loss for this year will be 
considerably less than for 1932 for the 
losses for the first eleven months of 
this year are $112,681,511 less than for 
the same period of last year and $121,- 
231,364 less than for the first eleven 
months of 1931. 


Seasonal Sanity 


TATE Fire Marshal Frank G. 

Henry of Ohio has sent out a no- 
tice that up to December 10 of the 
present year there have been 11,765 
fires with a loss of $11,347,631 in that 
state. During 1932 there were 16,464 
fires with a loss of $15,763,496, and Mr. 
Henry says that he cannot believe the 
1933 losses will run over $14,000,000. 
To do his part in keeping the losses 
down to at least this figure, which is a 
very worthwhile reduction over the loss 
for last year, he makes a special plea 
that every precaution possible should 
be taken in setting up the Christmas 
tree and also in connection with its 
decorations and lightings. 

We commented last week on the fact 
that the National Board of Fire Un- 
derwriters regretted the wide broad- 
casting of the report that the Christ- 
mas tree at the White House would 
this year be lighted with real candles 
rather than electrically, fearing that 
many others throughout the country 
would be moved to emulate this old 
fashioned and dangerous habit. There 
is no harm in further stressing this sub- 
ject for experience of the past has 
shown what serious loss of life and 
property has frequently resulted be- 
cause of carelessness at this time in 
connection with the Yuletime festivities. 
Though there is not space to reprint 
in full all of the precautions suggested 
by the fire marshal of Ohio, each one 
of them might well be followed univer- 
sally. He urges that the Christmas 
tree should be firmly set in the stand, 
that it be placed several feet from any 
heating or lighting fixtures and that 
all lighting fixtures should be installed 
by a competent electrician. He urges 
that. only metal tinsel, flake asbestos, 
powdered mica or other non-inflamma- 
ble material should be used for decora- 
tive purposes and that a lighted Christ- 
mas tree should never be left unguarded 
as a short circuit or other mishap may 
cause a fire at any time. He also pro- 
tests against the accumulation of pack- 
age wrappings in the house and urges 
that smoking be discouraged in rooms 
which are profusely trimmed with quick 
burning decoration. Every home, he 
wisely says, should be provided with a 
hand extinguisher, conveniently placed 
or if not, a bucket of water or a. pail 
of sand should be close at hand and 
when Christmas is over, he says the 
tree should be promptly removed. 

All of this has been said over and 
over, but on the subject at this time of 
year too much cannot be said nor is 
repetition out of place. 
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a 
Time 
Weekly News Review 


Vincent P. Whitsitt is elected man- 
ager and chairman of the executive 
committee of the Association of Life 
Insurance Presidents, succeeding 
George T. Wight. 





R. H. Dobbs, president of the In- 
dustrial Life & Health Insurance 
Company of Atlanta, Ga., and pres- 
ident of the Industrial insurers Con- 
ferences, dies from heart attack 





Dr. W. O. Thompson, chairman of 
the board and former president of 
the Midland Mutual Life Insurance 
Company of Columbus, Ohio, dies at 
the age of 78. 





A continuance of the 1933 divi- 
dend scale for policies in the par- 
ticipating department is announced 
by the Aetna Life Insurance Com- 
pany. 





J. T. Lynn, who has been general 
agent in Oklahoma City for the Gen- 
eral American Life Insurance Com- 
pany, is appointed superintendent of 
agents for the company. 





The Rose City Conservative Life 
Insurance Company is reported in 
process of organization at Portland, 
Ore., by B. R. Bays, former pres- 
ident of the Service Life Insurance 
Company of Lincoln, Neb. 





Charles D. Livingston, former in- 
surance commissioner of Michigan 
and a past president of the National 
Convention of Insurance Commis- 
sioners, dies from heart attack. 





Franklin Webster, president of the 
Insurance Press and publisher of In- 
dustrial Insurance, dies at the age of 
7! years. 





Thomas F. Buchanan and Henry R. 
Tomlinson are promoted from as- 
sistant secretaries to secretaries of 
the Aetna (Fire) Insurance Com- 
pany and its subsidiary the World 
Fire & Marine. 





The retirement of Thomas H. An- 
derson as Pacific Coast manager of 
the Liverpool & London & Globe 
Insurance Company, Ltd., and its af- 
filiated companies, effective March 
31, 1934, is announced. 





Hubert J. Hewitt, vice-president 
and secretary of the National Surety 
Corporation, dies at the age of 56 
years. 





The plan of rehabilitation for the 
National Surety Company is formally 
ratified in an Appelate court de- 
cision disposing of the Kenlon Coal 
Suit against the company. 





C. A. Laubach is elected president 
of the Central Casualty Company of 
Columbus, Ohio, succeeding the late 
J. B. Kahle. 


Ballard McCall is appointed secre- 
tary of the National Surety Corpora- 
tion, succeeding the late Hubert J. 
Hewitt. 
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Dear Santa Claus! 








SOUNDINGS 


1—————By ROBERT WADE SHEEHAN 


HERE are many Milquetoasts among us 

—and I confess to being one—who slink 

through life innocent of much that is 
common knowledge because they fear to ask 
the simple questions which would at once 
banish their ignorance but reveal them as 
fools. 

Uppermost in the long list of ordinary 
things which have escaped my comprehen- 
sion is the theory and practice of the bank- 
ruptcy laws. 

It is my understanding that the children 
of the present generation are frightened out 
of their sleep by a variety of weird tales 
which reach their ears via the modern 
miracle of radio, but when I was a small boy 
the tears which wetted my pillow were wrung 
from my little eyes by the sufferings of the 
various characters in Charles Dickens’ novels, 
most notably those who languished in the 
squalor of the debtor’s prison. 

Thus, I have always had a strong senti- 
mental attachment for the modern bank- 
ruptcy laws though my personal experience 
with them has been negligible. Like the vil- 
lage blacksmith, I can look any man in the 
eye, though such rectitude keeps me in 
abject penury, and my credits are so few 
that I am rarely asked to accept 30 cents 
on the dollar. 

These shameful revelations are by way of an 
apology to a distinguished insurance attorney who 
asked me to write something on the proposed 
municipal bankruptcy legislation (H. R. 5950). I 
can contribute nothing to the subject except an ex- 
pression of my naive reaction: The proposal leaves 
me gasping. The pro-rata distribution of a bank- 
rupt’s property usually gives every creditor some- 
thing of value. But what is a municipal bondholder 
to receive from a “bankrupt” city? Perhaps, as an 
innovation in summer homes he could make use of a 
nice, cool sewer. 
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Tide 
Current Economic Trends 


Jesse H. Jones, chairman of the 
Reconstruction Finance Corporation, 
indicates that the Administration 
will request Congress for an exten- 
sion of the corporation's borrowing 
capacity by perhaps as much as > 
$1,000,000, and will recommend con- ' 
tinuance of its lending authority, 
otherwise expiring on January 22. 





Christmas buying in 18 key cities 
throughout the country gained ap- 
proximately 18 per cent in dollar 
sales in the first two weeks of De- 
cember, compared with the corre- 
sponding period of 1932, according 
to a survey by the National Retail 
Dry Goods Association. 





Composite average of 70 industrial 
stocks on the New York Stock Ex- 
change for the week ended Decem- 
ber 16, 1933, according to the New 
York Herald Tribune, closed Monday 
at 126.82 and closed Saturday at 
125.26. 





Composite average of 30 rails for 
the same week closed Monday at 
36.78 and closed Saturday-at 35.00. 





Composite average of 30 bonds on 
the New York Stock Exchange for the 
same week closed Monday at 84.10 
and closed Saturday at 84.25. 





Steel operations for the country as 
a whole advanced to 31.5 per cent of 
capacity last week, a gain of 3.2 
points over the preceding week, re- 
sulting from a rush of buyers to get 
deliveries before price quotations are 
advanced on January |, according to 
the American Iron and Steel Insti- 
tute. 





Wheat prices eased slightly on the 
Chicago Board of Trade last week 
under light short selling and local 
liquidation and absence of buying 
demand. Public interest was prac- 
tically nil and Secretary Wallace's as- 
sertion that speculation in grain 
markets must cease had a depressing 
effect. 





Cotton futures last week fluc- 
tuated over a range of slightly less 
than $1 a bale with aggressive buy- ' 
ing or selling absent and closed the 
week 3 to 9 points under quotations 
as of December 9. 








The Department of Agriculture's 
index of prices of farm products, 
based on the 1910-14 average, was 
69 on December 6, compared with 71 
in mid-November, and 52 in Decem- 
ber of last year, while the index of 
the purchasing power of farm prod- i 
ucts quoted at 58, was 3 points low- 
er than in mid-November and 8 | i 
points higher than a year ago. 





Loadings of revenue freight for the 
week ended December 9 totaled 537,- 
503 cars. which was an increase of 
42,078 cars over the preceding week 
when loadings were reduced owing 
to the Thanksgiving holiday, and an 
increase of 16,896 cars over the cor- 
responding week of 1932. 
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VER so rarely, newspaper men get 

a story they delight to write. This 
is one of those times. It is one of those 
stories that has everything—romance, 
hardships, the will to win, success. In 
other words, it is the story of Mary 
McCormic, the opera star. 

It was 11 years ago in the city swept 
in winter by the freezing winds of Lake 
Michigan and roasted in summer by 
those very same winds, Chicago, that 
a young life insurance agent called on 
the youngest and the newest of the 
Chicago Grand Opera stars—Mary 
McCormic. 


Pioneering Parentage 


The papers at that time had been 
filled with stories of her career. How 
she had been born Mamie Harris, 
daughter of a storekeeper in Belleville, 
Ark. Of a pioneering storekeeper who 
had traveled to Arkansas in a prairie 
schooner. The stories told how the 
family had moved to Amarillo, Tex., 
where the future opera Star had been 
raised. Of how she had been a cow- 
girl. 

Ever since she had been a small girl, 
she had had an urge to sing. When her 
opportunity came, she went to Chicago 
and tried to study music at Northwest- 
ern University. Her funds soon gave 
out and many a time she missed meals. 

It was hard, hard sledding to climb 
the steep, rocky trail to success. Then 
she obtained a position in the choir 
of the Hemingway Methodist Church in 
Chicago. It paid her $5 a Sunday. There 
were other singing jobs that she picked 
up from time to time. They enabled 
her to eat, not as she would have liked 
to but sufficient to keep. body and soul 
together, and to take a singing lesson 
now and then. 


Start in New York 


In the spring of 1921, she read where 
Mary Garden was going to hold an 
audition at the Manhattan Opera House 
in New York for new voices for the 
Chicago Grand Opera Company. Some- 
how she managed to raise the fare to 
New York. 

That fall she made her debut in Chi- 
cago with Mary Garden, Lucien Mura- 
tore and Georges B. Baklanoff in Bizet’s 
“Carmen.” She was an instant hit. 
That winter she repeated her success 
in New York with the Chicago Grand 
Opera Company. 

And it was after that, that the young 
agent, whose name was—and still is— 
Donald Cranston, of the Equitable of 
New York, called to see her in Chicago. 


NINE MORE YEARS 


And Mary McCormic’s Best 
Investment Will Be Paid Up 


By E. S. BANKS 


“Miss McCormic,” he said, “today 
you have fame and fortune. And now, 
when you are young and when you have 
a nice contract, is the time to start 
saving something as you go along.” 

And he proceeded to preach the 
gospel of life insurance. He was, as I 
said, a young agent. It was one of the 
first calls he had ever made. He was 
fired with life insurance and he tran- 
scribed his enthusiasm to Miss McCor- 
mic. She signed the application for a 
twenty-year endowment. It was in five 
figures and sufficient for a handsome 
retirement fund. And then Cranston 
told her that it was his very first sale. 

“It was a good thing that Mr. 
Cranston sold me that idea of saving as 
I went along,” Miss McCormic told me. 
“T think all professional people should 
carry life insurance. All reople, for 
that matter. 

“Just think, in nine more years it will 
be all paid up and I will get the money.” 

Miss McCormic was the only Ameri- 
can singer ever to be signed for more 





“Let everyone's cue 
be plenty of life in- 
surance," says Mary 
McCormic, Grand 
Opera star 


than one season 
with the Paris 
Grand Opera 
Company. She 
has a marvelous 
talent and her 
common sense 
matches her 
voice. She sees to- 
day how grand 
opera has fallen, 
she hopes, temporarily, from its former 
high estate. Today there is really but 
one opera company left in America— 
the Metropolitan. And the Met is 
economizing. It is paying its singers, 
even its stars, very little. 

So she appreciates more the value of 
life insurance for the singer. She 
wants more of it and she is going to 
take more of it. She is sorry that the 
depression had to come along and keep 
her from taking more life insurance. 
She believes that all persons should 
carry all the life insurance they can. 

“Sure it hurts when you have to pay 
the premium,” she admitted, “but it 
only hurts for a little while and after 
all you are saving money for the time 
when you need it most. And profes- 
sional people, such as myself, have their 
days numbered from the very begin- 
ning. I am hoping that things will 
improve soon so that I can add to my 
life insurance.” 

“Let everyone’s cue,” she remarks, 
“be plenty of life insurance.” 
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LIFE INSURANCE 
CAME THROUGH 


By 


W. Howard Cox 


President, Union Central Life Insurance Company 


URING the past three years, 

every man and woman in the 

United States, whether insured 
or uninsured, has benefited beyond 
measure through the existence of the 
institution of life insurance. By that 
I do not mean that every person has 
been the direct beneficiary of a life 
insurance policy, or that he has received 
from a life insurance company any 
benefit in the form of actual cash. 

I mean, simply, that if life insurance 
as an institution had not “come 
through” during that critical period, 
America would have a different story to 
tell today. 

Even in days of prosperity life insur- 
ance has become an indispensable fac- 
tor in our social structure. But it was 
during the dark days of depression that 
the value of life insurance to every 
individual citizen and to the country as 
a whole has been demonstrated as never 
before. 

Last year the companies paid to pol- 
icyholders and beneficiaries more than 


“Future will find life 

insurance playing an 

ever greater part in 
the national life" 


four billion dollars. It is impossible to 
conceive of the condition of our popula- 
tion if it had been deprived of this flow 
of money. This vast amount represents 
a sum equal to more than 50 per cent 
of the total currency in circulation. 
The soundness of the underlying 
principles of life insurance were severe- 
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ly tested and proven during the past 
few years. Likewise, many valuable les- 
sons were learned by life insurance 
companies during this period, so that 
future valleys in the business cycle will 
find the institution of life insurance 
playing an ever greater part in the na- 
tional life. 














YOUR PROSPECTING 
PLAN 


A Comprehensive Understanding of 
Principles and Your Procedure 


Takes Care of Itself 
By WALTER CLUFF# 


F you have an understanding of 

the underlying principles and 

requirements of any of the old, 
tried methods of prospecting, and 
have sufficient continuity of pur- 
pose to follow through with that 
method, it will carry you a long 
way toward solving all of your 
prospecting problems. 

To evolve some plan of system 
by which an agent can bring him- 
self into favorable contact with 
his prospects is usually an indi- 
vidual problem, and must be solved 
by the individual agent himself. The important thing to 
do is first to obtain a comprehensive knowledge of the 

















*Author of “Life Underwriting Efficiency’’ and “The Spirit of 


Life Underwriting”’ 
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principles involved in prospecting. We emphasive the word 
“principles” for in this particular phase of your work, the 
axiom holds true that the man who grasps principles can 
successfully handle his own methods, but the man who 
tries methods and ignores principles is sure to have trouble. 
Every dissertation we hear upon the subject of prospecting, 
emphasizes procedure, says little about principles. 

It is quite impossible to progress in the business of sell- 
ing insurance by apeing the methods of others; one must 
develop one’s originality. Naturally, at first, we are all 
imitators. Originality itself is simply intellectual imita- 
tion. The great trouble with most of us is that we do not 
do enough dynamic thinking to grasp the principles, or 
have sufficient continuity of purpose to impel us to do 
enough intellectual imitating to give our originality a 
chance to express itself. Let us develop that thought just 
a little further. 

The invention of the electric light we say was a great 
original achievement. How was it done? How did Edison 
invent it? Not by wishing, not on the spur of the moment, 
not as a sudden burst of inspiration, but by a deep and 
comprehensive study of the principles involved, and by 
following persistently and systematically the lines of in- 
vestigation which others had pursued. 

No one ever accomplished anything by complacently try- 
ing to ape the methods of others, looking for some un- 
fatiguing way-to solve his problem. There is the same 
correlation between originality and routine, originality and 
common sense, originality and system as there is between 
industry and enthusiasm. The one produces the other. 
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UT at the edge of the resi- 
dential district, away from 
the city noise and congestion, 

the Great WesternInsurance Company, 
in December of 1927, completed and 
moved into its new home. 

One is impressed with the beauty of 
design, the distinctive architecture and 
the entire setting of the structure and 
its surroundings. 

This attractive building is erected 
on a tract of land fronting on Grand 
Avenue, and extending north to Inger- 
soll Avenue. The slope of the land 
from Grand to Ingersoll Avenue is such 
as to give a three-story effect to much 
of the rear of the building. The Inger- 
soll Avenue frontage is beautifully 
landscaped among its several native 
trees. 


Construction 


The building dimensions are 80 x 140 
feet. It is constructed of reinforced 
concrete faced with Bedford stone, and 
is fireproof throughout. The front is a 
marble entrance lobby two stories in 
height and surrounded by an arcade 
balcony. The simply, yet beautifully 
furnished executive offices, with their 
terrazzo floors, are located on both the 
main and baleouy floors in the front of 
the building. To the rear of these of- 
fices is a large workroom with walls 
extending from the floor 22 feet upward 
to an immense skylight, and around this 
large workroom is a large and com- 
modious balcony. In addition to the sky- 
light, which admits an abundance of 
light—toned slightly green so as to be 
restful to the eye—the building contains 
scores of large “Brown-type” windows 
on all floors. 

The ground or basement floor is oc- 
cupied by a ladies’ and a men’s club 
room, rest rooms. locker rooms, store 











Home Office 
Buildings 
of 
Distinction 


YUU LUTTE 


Great Western 
Insurance Company 
Des Moines, Iowa 


room, supply department, printing 
plant, photostat department, and heat- 
ing plant—the latter a modern, au‘o- 
matic, oil burner hot water type. 


Exclusive Occupancy 


The Great Western Insurance Com- 
pany occupies its home office exclusive- 
ly, and the building was designed and 
built to meet every possible requirement 
of a modern insurance home. 

“What a beautiful and delightful 
place in which to work!” is a common 
remark heard from the many welcome 
visitors. 

This imposing home office structure 
is, of course, a natural development in 
the life of the Great Western follow- 
ing more than a third of a century of 
sound and practical progress. 

The company is distinctive in many 
ways. In a day when business re- 








garded an attitude of equitable generos- 
ity as a weakness rather than a virtue, 
the Great Western shaped its policies 
wholly in accordance with the Golden 
Rule. One of the very earliest bulle- 
tins placed in the hands of claim ad- 
justers admonished them to “apply 
Good Samaritan principles always. In 
brief, apply the Golden Rule seasoned 
with good common sense all the time 
and you will have but little difficulty.” 


Natural, Healthy Growth 


Accepted as a good business principle 
then, its practicability has been proved 
over and over. And the reward? Well, 
today while the insurance buyer is seek- 
ing security above all else, the Great 
Western ranks high and favorable in 
its field. 

With a “family” of 70,000 policy- 
holders, resources of more than two mil- 
lion dollars and a sound, conservative 
management, the company is the recip- 
ient of a good will type of public ap- 
proval surprisingly wide-spread and 
sincere. 

With insurance institutions, as with 
individuals, a humble beginning (with 
its attendant struggles) usually makes 
for character and a broad, human view- 
point. And the Great Western does not 
conceal the fact that it began its 
career in a small two-man office—and 
that its “station in life” is the result 
of an entirely natural and healthy 
growth. 

The officers of the Great Western 
are: W. G. Tallman, president; V. E. 
Nutt and O. B. Hartley, vice-presi- 
dents; R. D. Emery, treasurer; B. H. 
Gross, secretary. J. Kenneth Davis is 
actuary. The above-named officers 
serve as the board of directors. The 
company operates in 25 states and the 
District of Columbia. 
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November Sales Above 
Record for Last Year 


Industrial Production Betters 
1932 Mark for Fourth Consec- 
utive Month; Group Increases 





New life insurance production for 
November, this year, was 1.5 per cent 
greater than for November of 1932. 
Industrial insurance, for the fourth 
consecutive month, gained over the cor- 
responding month of last year, show- 
ing an increase of 9.7 per cent. Group 
insurance also showed an_ increase, 
gaining 14.4 per cent. The cumulative 
total for all classes for the first 11 
months of 1933 was 15.1 per cent less 
than for the same period of 1932. 

These facts were revealed by a re- 
port forwarded today by the Associ- 
ation of Life Insurance Presidents to 
the United States Department of Com- 
merce for official use. The report sum- 
marized new business records—exclu- 
sive of revivals, increases and dividend 
additions—of 42 companies having 85 
per cent of the total life insurance out- 
standing in all United States legal re- 
serve companies. 

For these companies, the November 
total production of $681,049,000 con- 
trasts with $671,242,000 for November 
of 1932—an ine¢rease of 1.5 per cent. 
New Ordinary insurance amounted to 

(Concluded on page 21) 








LIFE 


Northwestern Mutual 
Issues New Contract 











A new family income policy was is- 
sued to the fiéld force of the North- 
western Mutual Life last week. Agency 
meetings were held in all parts of the 
country for the launching of the new 
contract and for planning the business 
campaign of 1934. The provisions of 
the new policy were explained by Grant 
L. Hill, director of agencies, as follows: 

“The ‘family income’ contract of 
Northwestern Mutual Life is an ordi- 
nary life policy with a 10, 15 or 20-year 
term insurance rider attached. If death 
occurs within the term period, interest 
on the proceeds of the ordinary life 
policy will be paid under settlement 
option A together with principal and 
interest on the term insurance under 
settlement option B. It will provide a 
monthly income of $10 for each $1,000 
of the ordinary life insurance for a 
period of 5, 10, 15 or 20 years from the 
date of the insured’s death. 

“The new contract provides increased 
protection during the years it is most 
needed. At the same time it furnishes 
a base of permanent protection which 
will always be needed, if not for the 
dependents, for the insured himself. In 
addition, he has, for a period of years, 
the option of adding to this permanent 
insurance even though he has mean- 
while become uninsurable.” 
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Mutualization Plan of 
Court for Peoria Life 


Illinois Department Approval 
Necessary Under Law; Peoria 
Men Named as Directors 


The Peoria Life Insurance Company 
receivership case entered the topsy- 
turvy stage last week as a result of the 
action of Judge Niehaus of Peoria ap- 
proving the mutualization plan of his 
own receiver, George Shurtleff, and the 
simultaneous efforts on the part of the 
director of insurance, Ernest Palmer, 
to remove Shurtleff from authority. 

In a court session on Thursday Judge 
Niehaus permitted a hearing only on 
the mutualization plan of Shurtleff and 
refused hearing on the three other plans 
that had been submitted with the state- 
ment that none of them equaled Shurt- 
leff’s in excellence. However, none of 
these plans has received the approval 
of Charles V. O’Hern, the receiver 
designated by Mr. Palmer, as they were 
railroaded before the court by Shurtleff 
even before the receivership staff of the 
state insurance department could com- 
plete its inventory and valuation of the 
Peoria Life’s assets. 

At the same hearing David J. Kadyk, 
assistant attorney general, filed a brief 
contending that the Shurtleff plan of 
using part of the Peoria’s own assets 

(Concluded on page 20) 








NEW PAID-FOR LIFE INSURANCE PRODUCTION FOR ELEVEN MONTHS OF 1933 


Data from 42 United States Companies Having 85 Per Cent of Outstanding Insurance 



































1932 over 1933 over 19320ver 1933 over 

Month 1931 1932 1933 1931 1932 Month 1931 1932 1933 19% 932 
ORDINARY INSURANCE GROUP INSURANCE 

Jan. $594,741,000 $614,040,000 $423,573,000 3.2% —31.0% Jan. $78,363,000 $111,919,000 22,546,000 42.8% —79.9% 
Feb. 598,755,000 575,497,000 424,483,000 —3.9 —26.2 Feb. 103,587,000 35,122,000 16,842,000 —66.1 —52.0 
March 718,751,000 592,333,000 435,308,000 —17.6 —26.5 March 61,918,000 45,574,000 17,345,000 —26.4 —61.9 
April 689,011,000 520,586,000 423,605,000 —24.4 —18.6 April 99,069,000 64,883,000 21,711,000 —34.5 —66.5 
May 671,243,000 487,284,000 432,732,000 —27.4 —11.2 May 71,845,000 49,113,000 22,450,000 —31.6 —54.3 
June 671,039,000 504,329,000 446,435,000 —24.8 —11.5 June 81,647,000 50,606,000 43,295,000 —38.0 —14.4 
July 604,290,000 447,739,000 417,859,000 —25.9 —6.7 July 46,186,000 36,984,000 42,456,000 —19.9 14.8 
Aug. 545,549,000 443,460,000 434,638,000 —18.7 —2.0 Aug. 45,944,000 28,979,000 24,437,000 —36.9 15.7 
Sept. 482,704,000 404,763,000 374,643,000 —16.1 —7.4 Sept. 37,300,000 61,018,000 23,028,000 63.6 62.3 
Oct. 562,480,000 433,118,000 418,990,000 —23.0 —3.3 Oct. 40,504,000 38,868,000 25,920,000 —4.0 33.3 
Nov. 587,678,000 450,098,000 436,723,000 —23.4 —3.0 Nov. 28,595,000 36,262,000 41,483,000 26.8 14.4 

$6,726,241,000 $5,473,247,000 $4,668,989,000 —18.6 —14.7 $694,958,000 $559,328,000 $301,513,000 —19.5 
INDUSTRIAL INSURANCE TOTAL INSURANCE 

Jan. $214,320,000 $217,552,000 $168,312,000 1.5% —22.6% Jan. $887,424,000 $943,511,000 $614,431,000 6.3% —34.9% 
Feb. 208,888,000 220,568,000 168,400,000 5.6 —23.7 Feb. 911,230,000 831,187,000 609,725,000 —8.8 — 26.6 
March 246,663,000 251,059,000 187,761,000 1.8 —25.2 Mar. 1,027,332,000 888,966,000 640,414,000 —13.5 28.0 
April 234,941,000 236,898,000 183,462,000 8 —22.6 April 1,023,021,000 822,367,000 628,778,000 —19.6 —23.5 
May 236,294,000 222,956,000 190,138,000 —5.6 —14.7 May 979,382,000 759,353,000 645,320,000 —22.5 —15.0 
June 250,658,000 213,298,000 198,046,000 —14.9 —7.2 June 1,003,344,000 768,233,000 687,776,000 —23.4 —10.5 
July 253,228,000 206,641,000 205,780,000 —18.4 —.4 July 903,704,000 691,364,000 666,095,000 —23.5 —3.7 
Aug 246,908,000 196,340,000 229,545,000 —20.5 16.9 Aug. 838,401,000 668,779,000 688,620,000 —20.2 3.0 
Sept. 199,217,000 174,156,000 180,105,000 —12.6 3.4 Sept. 719,221,000 639,937,000 577,776,000 —11.0 —9.7 
Oct. 213.931.000 198,053,000 212,452,000 —7.4 7.3 Oct. 816,915,000 670,039,000 657,362,000 —18.0 —1.9 
Nov. 230,344,000 184,882,000 202,843,000 —19.7 9.7 Nov. 846,617,000 671,242,000 681,049,000 —20.7 1.5 
$2,535,392,000 $2,322,403,000 $2,126,844,000 —8.4 —8.4 $9,956,591,000 $8,354,978,000 $7,097,346,000 —16.1 —15.1 
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Permanent Benefits 


From Bankers’ Code 

That the bankers’ code of fair com- 
petition, established under the NRA, 
brings permanent benefits to both 
banks and their customers is declared 
by John H. Puelicher, Milwaukee, Wis., 
banker, in an article appearing in the 
current issue of the Metropolitan Life 
Insurance Company’s Executives Ser- 
vice Bulletin. Mr. Puelicher, former 
head of the American Bankers Asso- 
ciation, explains that the association 
was particularly well equipped, in view 
of its history and “well-tried organ- 
ization, to formulate and undertake to 
administer the bankers’ NRA code.” 





L.O.M.A. Proceedings 


The printed proceedings of the 1933 
Life Office Management Association’s 
/33 conference have been issued in 
book form. Handsomely bound in blue 
cloth and containing, in addition to a 
verbatim report of the many important 
subjects discussed at the 10th annual 
meeting, a complete explanation of the 
L. O. M. A. Institute program, the 
proceedings may be obtained by non- 
members for $5 a copy. Orders should 
be addressed to F. L. Rowland, Box 
1110, Fort Wayne, Ind. 


LIFE 





Height of Obstinacy 


At one of the luncheons of the Life 
Presidents’ convention in New York 
two Canadian life officers were remi- 
niscing on people and things in a small 
town of the Dominion where, one could 
not but gather, both had spent their 
boyhood days. One spoke of old so- 
and-so who was so contrary and argu- 
mentative that someone said of him: 
“If ever he is drowned, they’ll have to 
search for him upstream.” 





California, Here 


Riehle Comes 

A feature of the Loyalty Legion 
Week campaign conducted by the Equi- 
table Society during the week of Dec. 
11-16, was the several long-distance ad- 
dresses received in the Riehle Agency 
offices in New York. Through the 
agency’s loud speaker system, Presi- 
dent Parkinson and other officers of the 
company spoke to the agency force at 
different times during the week, and 
on Friday, Dec. 15, Manager A. A. 
Dewar, Los Angeles, whose agency’s 
position on the Equitable Honor Roll is 
threatened by the production efforts of 
the Riehle agency, called up from Cali- 
fornia and told the New York boys it 
just couldn’t be done. 





ARTHUR HUNTER CONTRIBUTES IMPORTANT 
DATA ON CANCER AND HEREDITY 


HERE is no evidence that cancer 

is hereditary in mankind accord- 

ing to an investigation just com- 
pleted by Arthur Hunter, chief actuary 
and vice-president of the New York 
Life, who has been studying the effect 
of heredity upon cancer for the past 
17 years. 

The first of Mr. Hunter’s most recent 
investigations was made with a group 
of New York Life policyholders both of 
whose parents had died of cancer. There 
was no evidence among the grandpar- 
ents and the brothers and sisters of the 
parents that there was any greater pro- 
portion of cancer death than the aver- 
age among normal lives. Another group 
consisted of policyholders with a record 
of a parent having died of cancer, and 
the death rate from cancer among the 
sons and daughters of those parents 
was not higher than normal. 

The second investigation concerned 
persons who had taken insurance dur- 
ing the years 1914 and 1917 and had 
died from cancer since that time. The 
family histories of the parents, broth- 


ers and sisters were given at the time 
of application for insurance. In this 
group there were 587 persons who had 
died from cancer. The number of par- 
ents, brothers and sisters was 2756. An- 
other group of 587 persons who had not 
died from cancer was taken at random 
from the New York Life records, and 
the histories of their parents, brothers 
and sisters were investigated as a “con- 
trol group.” The results showed that 
there were no more deaths from cancer 
among blood relatives of policyholders 
who had died from cancer than among 
the relatives of those policyholders who 
had died from other diseases. 

Mr. Hunter has been actuary of the 
New York Life Insurance Company 
since 1904, and a vice-president since 
1931. He was chairman of the commit- 
tee which published the American- 
Canadian mortality investigation in 
1918 and has delivered numerous ad- 
dresses to actuarial societies and scien- 
tific bodies on such subjects as cancer, 
heart murmurs, longevity, blood pres- 
sure and drinking habits. 
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Annuities Appreciated 
By Men Over Fifty 


Wisdom comes too late in life to be 
of much practical benefit to the average 
man. You will find men past the half- 
century mark universally praising the 
annuity idea, but few own such prop- 
erty. The National Life, Montpelier, 
Vt., however, in its agency publication, 
“The Messenger,” quotes one annuitant 
who practiced what he now preaches. 
He is Dr. E. L. Thompson, of New 
Haven, Conn. Dr. Thompson has col- 
lected more than $275,000, or an excess 
of $153,994 over his original investment 
in annuities. In a letter of apprecia- 
tion to the company, he said he would 
be glad for the company to use his 
statements “in any way you can which 
will convince others of the desirability 
of purchasing annuities.” Dr. Thomp- 
son was the first physician in New 
Haven to make use of the telephone and 
probably the first to recognize the value 
of life annuities. 





$100 a Month for 
How Many Months? 


In a record-smashing one-day sales 
drive, the agency forces under the di- 
rection of John McNamara, of The 
Travelers in New York, produced a 
total of $1,031,090 between 6 A. M. and 
12 P. M. This volume was written by 
81 men and covered 284 lives. Bruce 
Lowry was the leader. He submitted 
completed papers on 35 lives for a vol- 
ume of more than $70,000. He hit a 
total of 32 lives in a similar drive last 
year. Seventy-two lives, or 25 per 
cent of the day’s total production, were 
submitted on the “$100 a Month; How 
Many Months?” plan featured by The 
Travelers during the past quarter. 





Penn Mutual Club 
Membership Grows 


Thirty-eight members of the John 
A. Stevenson Agency of the Penn 
Mutual Life qualified in November for 
membership in the Penn Mutual Lead- 
ers’ Club, composed of the company’s 
leading salesmen. Sixteen of them 
were women. 

This is the largest number to win 
membership in the club in any month 
this year. Thomas M. Scott was elected 
president of the agency’s leaders’ club 
by virtue of his having written the 
largest volume of life insurance. Mrs. 
E. V. P. Goodman wrote the largest 
number of lives and was named vice- 
president. 
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A True Story AS | LIVE 
Close To Home Massachusetts Mutual By Frank ELLINGTON 

An official of the Northwestern a synonym for 


Mutual Life related a true story in a 
recent issue of “Field Notes.” It con- 
cerned his own grandparents. His 
grandmother was bitterly opposed to 
life insurance. She considered it sacri- 
legious. Her husband, however, felt 
differently about it, and he took out a 
$15,000 policy without her knowing 
about it. Fortunate obstinacy, it proved, 
for the claim became payable and the 
widow was left with five young chil- 
dren on her hands. Former scruples 
were, of course, cast to the winds and 
the grandmother invested the proceeds 
in real estate and did very well for 
herself. She supported and educated 
the youngsters and accumulated a com- 
fortable fortune which she left in later 
years. What a twist of fate for those 
survivors! They went forward in the 
world, properly educated, and carried 
on successful lives. What might have 
been their fate—and that of their 
children—if left in utter poverty, as 
would have been the case unless the 
grandfather had insisted on insuring 
himself? Some of them might have 
struggled through. Many do under 
such handicaps, but the sum total of 
human happiness carried on that policy 
can never be estimated. Life insur- 
ance does more than abolish poverty 
and suffering; it makes successful citi- 
zens and makes possible the develop- 
ment of human resources. 


Quality and Excellence 
in 
Life Insurance 


Massachusetts 
Mutual Life 
Insurance Co. 
Springfield, Massachusetts 


Organized 1851 


Eventually, Why Not Now? 


Deer Sers: Your agt come to sell me 
one of your ins policies & i like it o K. 
he says you will pay me 1 thousand 
dollars if i pay you 40 dollars a yr for 
20 yrs which is 800 dollars, that is 
fair enuf and i will pay you the 800 
in advance as i sold my tobacco crop 
to day, so please send me the thousand 
& i will send you the 800 at once. 

The above letter, received by the 
Western and Southern Life, says “Field 
Notes,” has been published in a col- 
lection called ‘“Dumb-bell Letters,” 
collected from the files of business con- 
cerns all over the country. The letter 
is genuine. It has been reprinted in 
publications all over the nation. 








‘ee Primary IDEALS of this Company 


are sound management and integrity of 


purpose. Both imply entire frankness with, 


and fairness to, ourselves, our agents, 


and our friends in the insurance business. 








1501 pul 





1 i mn Oa 


Street 


Water W. Heap, President 
<tr. Louts, Mo. 
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RITERS and underwriters, I am 

becoming more and more con- 
vinced, have a great deal in common. 
There is a clique in both professions 
which depends on the old hidden ball 
trick to win all their touchdowns. The 
essayist, breezing along nicely with the 
aid of nothing more than an idea and a 
vocabulary consisting of understand- 
able English will, out of a clear sky and 
for no good reason, suddenly confound 
me with: “Or, in the words of Voltaire, 
‘Ils n’emploient les paroles que pour 
deguiser leurs pensees.’” Now, it 
would have been bad enough for him 
to have quoted the same thought from, I 
think it was line 207 of Satire 11 by 
Edward Young (1684-1765) and re- 
minded that 


“Where nature’s end of language is declined, 
And men talk only to conceal the mind.’ 


But, no, he has to quote the French and 
assume that the reader either will un- 
derstand the phrase or else be so awed 
by the display of erudition that he will 
be more appreciative of what follows. 
The underwriter achieves the same ef- 
fect with a discussion of “net cost.” 
* * * 
NE of these net cost experts gave 
me a sales talk in my home re- 
cently. He was a whiz when he got 
going and I found that I couldn’t stop 
him even if I wanted to, which I did not 
after he explained how his company 
was able to undersell all competitors. 
It was a big company and he explained 
its advantages analogously, carrying 
me in his flow of eloquence down to the 
corner grocery store and comparing 
A. & P. values and practices with those 
of the independent grocery. But, in the 
main, I gathered, it was a question of 
printing costs. I had said that I worked 
for an insurance newspaper, hoping 
that he might tone down his obviously 
self-prepared sales talk a little, but in- 
stead fraternizing along insurance lines, 
he elected to talk to me in my own 
language and establish low net costs on 
savings effected in the company owned 
printing plant. Having been closely 
associated with printing plants for the 
past several decades, I decided to wait 
until after the first of the year. 
* * * 
HE agent above referred to is a suc- 
cessful one. He sells life insurance 
by his methods and no doubt he felt 
that my personality called for some- 
thing pretty crude, but I still believe 
he would sell more to everyone with less 
emphasis on cost and more on benefits. 
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LOOKING FORWARD 
YOUR FUTURE 


ARE YOU QUALIFIED 


for an 


ATTRACTIVE GENERAL AGENCY OPPORTUNITY? 


GIRARD LIFE INSURANCE CO. 
Opposite Independence Hall, Philadelphia, Pa. 





Pacific Mutual Life Now 
On G.A. Plan in Chicago 


The Pacific Mutual Life has an- 
nounced the substitution of the general 
agency plan for its former branch office 
supervision plan in Chicago and has 
appointed E. E. Henderson, formerly 
assistant superintendent of agencies at 
Washington, D. C., as general agent to 


supervise the former branch office or- 
ganization in the Insurance Exchange. 

Frank D. Cummings, assistant super- 
intendent of agencies and branch man- 
ager, has started organization of a 
new general agency at One LaSalle 
Street. The Miller and Miller general 
agency will continue unchanged and the 
Chicago claim and railroad underwrit- 
ing departments will continue. 











year of C.W.P. 


lives per man. 








50 UNION SQUARE . 


Consecutive Weekly 
Production 


Practical? Two-thirds of the Guardian’s 
C.W.P. members of a year ago have added 
another year of C.W.P. to their records and 
for every Guardian producer who relin- 
quished C.W.P. membership during the year, 
four new members were added to the roll. 
Two leaders are nearing 12 years of member- 
ship; seven others are in their sixth to ninth 


Profitable? Last month the average produc- 
tion for the entire C.W.P. group was eleven 


Guardian policy contracts and productive 
selling plans help make C.W.P. both practical 
and profitable for Guardian Fieldmen. 


THE GUARDIAN LIFE 


ESTABLISHED 1860 | 


INSURANCE COMPANY of AMERICA 
. NEW YORK CITY 
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Brokers Must Have Agent's 
Contract With Companies 
Cannot Otherwise Place Business in 


California, Attorney General Rules; 
Hits Bonding Provisions Also 





Attorney General U. S. Webb of Cal- 
ifornia has advised Insurance Commis- 
sioner Mitchell that general insurance 
brokers, cannot write life insurance 
business unless they also have an 
agent’s contract with the life company 
with which they are placing business. 
This means that hundreds of brokers 
who have been writing life business 
and placing it with various companies 
on the grounds their brokers’ licenses 
permitted it, will have to apply for a 
license with a specific life company. 

The Attorney General ruled at the 
same time that the $1000 bond filed 
by all brokers, does not protect life 
companies or life policy holders but is 
confined only to the protection of fire, 
casualty and surety companies. He 
states the brokers’ license regulations 
says that its provisions apply to all 
business “other than life.” 





Chicago Supervisors Elect 
S. A. Kent President of Club 


Growth of Local Organizations Among 
Managers Shows Marked Increase 
Following National Convention 








S. A. Kent, assistant manager of the 
A. A. Van Goldman agency of the Pru- 
dential, was elected president of the 
Life Agency Supervisors of Chicago at 
their annual meeting last week. He 
succeeded Sam Leland of Fred S. 
James and Company. Harry W. An- 
derson, the Rockwood Company, was 
elected vice-president and Z. C. Yates, 
Union Central Life, secretary-treas- 
urer. The membership increased from 
thirty to forty-three during the year 
which was especially good in view of 
the fact that five members of the or- 
ganization were made general agents 
during the year and therefore became 
ineligible for membership. 

It also was reported that seven addi- 
tional clubs of a similar nature have 
been organized throughout the country 
as a result of the successful luncheon 
and session sponsored by the local 
group at the recent annual meeting of 
the National Association of Life Un- 
derwriters. 

Speakers at the luncheon were J. M. 
Clark of the John Hancock and E. E. 
Enoch of the Connecticut General. 
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Three Thousand Expected 
To Take Institute Exams 





Life Office Management Association 
Plans Three Important Conferences 


for N. Y., Chicago and Hartford. 


The winter board meeting of the Life 
Office Management Association was 
held recently in New York City. 

Tentative plans were made for the 
1934 special and annual conferences. 
The Eastern Spring Conference will be 
held in New York City during the 
month of April, 1934, and the Midwest 
Special Conference will be held at the 
Edgewater Beach Hotel, Chicago, dur- 
ing the latter part of May, 1934. 

It was decided that the 1934 annual 
conference will be held at Hartford, 
Connecticut, during the early part of 
October, at which time the association 
will be the guests of the several mem- 
ber companies located in Hartford, Con- 
necticut. 

A preliminary report of the activities 
of the L. O. M. A. Institute was pre- 
sented, and it was estimated that be- 
tween two and three thousand home 
office employees will sit for the exam- 
inations which will be held in May. 





Philadelphia Agents 
and Managers Meet 


During the past week, the Philadel- 
phia Association of Life Underwriters 
had two important meetings. The first 

-on Wednesday, Dec. 13—was a lunch- 
eon meeting at the Bellevue-Stratford 
of the managers’ group of the associa- 
tion. The second, on Dec. 14, a lunch- 
eon meeting at the Bellevue-Stratford, 
was a meeting of the entire association. 

Two hundred and twenty-three un- 
derwriters were present. Stanley G. 
Dickinson was the guest speaker at 
each meeting. 





New York Life Announces 
Dividends to Policyholders 


The board of directors of New York 
Life Insurance Company at their meet- 
ing today adopted a scale of dividends 
to policyholders for the first quarter of 
1934. In general, the policyholder’s an- 
nual dividend will be the same as for 
1933. The rate of interest payable on 
moneys left with the company on de- 
posit under its policy contracts will be 
4 per cent on funds subject to with- 
drawal and 4% per cent on other funds. 
Dividends to be paid after the first 
quarter of 1934 will be determined by 
the board at its February meeting. 


The 
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WANTED... aenengeunes [omen 


for States of New York and Ohio 


BUFFALO MUTUAL LIFE INSURANCE COMPANY 


Men who would make good local and district 
managers in various territories in New York 
and Ohio are wanted by this 62 year old company... 
as agents. Write in confidence with details of experience to 
E. Parker Waggoner, Superintendent of Agents, Buffalo, N. Y. 


18 POLICIES—BIRTH TO AGE 60 « Whole Life Special « 20 Payment Life Special « Multiple Option 
Life and Annuity © 10 and 20 Year Modified Ordinary Life ¢ 10 and 20 Year Family Income « Endowment 
at Age 65 * Ordinary Life, Endowment at 85 * 20 Payment Life, Endowment at 85 ¢ 10, 15 and 20 Year 
Endowment « Special Convertible Term ¢ 10 Year Term © Children’s Policies, Three Forms, Birth to Age 10. 





BUFFALO, NW 


to start 








Guarantee Mutual Life 
Issues New Contract 


The Guarantee Mutual Life Com- 
pany of Omaha, Nebraska, has an- 
nounced to its agency force a new 
“Dollar-a-Month Budget policy with a 
selection of five legal reserve endow- 
ment plans, for men, women and chil- 
dren from ages one day to fifty-five 
years. 

The Dollar-a-Month policies are is- 








sued, without medical examination, to 
applicants who have a good reputation 
as to character and morals and who are 
in good health, for premium units of 
one dollar per month with a limit of 
five dollars per month premium on the 
non-medical basis, providing the amount 
of insurance does not exceed $3000 on 
male risks and $2000 on female risks, 
or where the amount applied for does 
not conflict with state laws. 


THE 
MANHATTAN LIFE 


INSURANCE COMPANY 


654 Madison Avenue at 60th Street 
NEW YORK CITY 


Founded 1850 


LIFE ENDOWMENT 


DOUBLE INDEMNITY 


MODIFIED LIFE 





Thomas E. Lovejoy, President 


RETIREMENT INCOME 
DISABILITY 
PREFERRED RISK 
SALARY SAVINGS 
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DIVIDEND SCALE 


Announcement has been made of the proposed 1934 divi- 
dend scale of the John Hancock Mutual Life Insurance Com- 
pany. This schedule reflects a decrease of 25 per cent of 


wo & 
es 
Ss Ordinary Life 
oy 
a Age at Issue 
58 3 32 3 4 4 50 55 60 
Prem. 18.64 21.53 24.60 29.07 35.12 43.42 54.92 71.05 
1 
2 3.10 3.18 3.30 3.44 3.64 3.91 4.28 4.80 
2 3.14 3.24 3.36 3.53 3.74 4.04 444 4.99 
4 3.19 3.29 3.43 3.61 3.85 4.17 460 5.18 
5 3.23 3.35 3.50 3.70 3.96 430 4.75 5.37 
10 3.49 3.67 3.89 4.18 454 499 5.56 6.29 
15 3.79 403 4.34 4.71 5.16 5.70 636 7.19 
20 4.14 446 484 5.28 580 640 7.12 8.13 





FOR 


follows: 
~ 
Bh 
sm 20 Payment Life 
es Age at Issue 
Zs 
Aaa 25 30 35 40 45 50 55 60 
Prem. 26.97 29.64 32.95 37.10 42.46 49.63 59.44 73.31 
1 
2 3.40 3.49 3.60 3.73 3.91 4.14 445 4.88 
3 3.49 3.59 3.71 3.86 4.05 430 4.63 5.08 
4 3.58 3.69 382 3.99 419 446 481 5.28 
5 3.67 3.79 3.94 4.12 435 463 499 5.49 
10 4.19 438 4.60 486 5.17 553 5.96 6.51 
15 483 5.9 539 5.74 6.12 655 7.02 7.57 
20 5.61 5.95 634 6.77 7.24 7.74 8.28 8.89 


1934 OF JOHN HANCOCK MUTUAL LIFE 


the scale in use in 1933. The first 20 year dividend on the 
ordinary life, twenty-pay life, and 20 years endowment 


~~ & 

ss 

=> 20 Year Endowment 

ss 

<a Age at Issue 

-“-c£ 

Ag 25 30 35 40 45 50 55 60 
Prem. 45.74 46.37 47.33 48.88 51.52 56.00 63.41 
1 

2 4.08 410 4.12 4.16 4.24 437 4.59 
3 4.27 428 430 435 442 4.56 4.79 
4 446 447 450 454 4.62 4.76 5.00 
5 4.66 4.67 4.70 4.74 482 4.97 5.21 
10 5.79 5.80 5.83 5.87 5.95 6.09 6.32 
15 7.18 7.19 7.21 7.25 7.31 7.42 7.61 
20 8.90 8.92 8.93 8.97 9.02 9.12 9.30 





| 
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DIVIDEND SCALE FOR 


Announcement has been made of the proposed 1934 divi- 
dend scale of the Aetna Life Insurance Company. This 





use in 1933. 


schedule reflects a decrease of 25 per cent of the scale in 


ow 

ag 

=> Ordinary Life 

o™= 

pf Age at Issue 

=8 

Aas 2 30 3 40 4 50 55 60 
Prem. 18.88 21.49 24.89 29.38 35.43 43.73 55.17 71.03 
1 3.18 341 3.71 4.11 4.64 5.39 641 7.81 
2 3.24 348 3.80 4.22 4.79 5.57 6.62 8.07 
3 3.30 3.56 3.90 4.34 4.94 5.75 684 8.33 
4 3.37 3.64 4.00 447 5.09 5.94 7.06 8.58 
5 344 3.72 4.10 4.59 5.24 613 7.28 8.84 
10 3.80 4.17 4.66 5.27 6.06 7.09 839 10.10 
15 4.24 4.70 5.30 6.03 6.94 8.08 9.47 11.25 
20 «4.75 5.31 6.01 684 7.83 9.03 10.47 12.31 


wo & 

3 

2” 20 Payment Life 

oS 

> Age at Issue 

Zs 

Ag 23 30 3 40 4 50 55 60 

Prem. 27.24 29.95 33.32 37.53 42.99 50.29 60.31 74.43 
1 3.38 3.60 3.91 430 482 553 653 7.88 
2 3.50 3.74 4.07 447 5.02 5.76 6.77 8.17 
3 3.62 3.88 4.22 4.66 522 5.99 7.04 8.45 
4 3.75 4.03 439 485 543 6.23 7.30 8.75 
5 3.89 4.18 455 5.04 5.66 647 -7.57 9.0 
10 4.65 5.038 5.52 6.12 6.85 7.77 8.96 10.49 
15 5.58 6.07 6.68 7.39 8.23 9.25 10.49 12.04 
20 6.71 7.32 8.06 8.90 9.86 11.00 12.36 14.03 


1934 OF AETNA LIFE 


The first 20 year dividend on the ordinary 
life, twenty-pay life, and 20 year endowment follows: 


23 

83 

oe 20 Year Endowment 

fa Age at Issue 

=s 

Aa 25 30 35 40 45 50 55 60 

Prem. 45.92 46.60 47.63 49.27 52.01 56.64 64.26 76.46 
1 3.80 3.98 424 4.56 5.03 5.69 660 7.93 
2 4.05 424 449 482 530 5.96 689 8.23 
3 4.33 4.52 4.77 5.10 5.57 624 7.19 8.53 
4 4.61 4.79 5.05 538 586 653 7.48 8.84 
5 489 5.09 534 5.67 6.15 683 7.78 9.14 
10 6.54 6.74 6.98 7.31 7.79 3846 9.40 10.73 
15 8.57 8.76 9.01 9.32 9.77 10.40 11.27 12.50 
20 =11.09 11.28 11.53 11.84 12.29 12.92 13.80 15.05 





| 
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DIVIDEND SCALE FOR 


Announcement has been made of the proposed 1934 divi- 
dend scale of the Connecticut General Life Insurance Com- 
pany. This schedule reflects a decrease of 25 per cent of 


oo & 
=> Ordinary Life 
ss 
a Age at Issue 
=6 
Ag 25 30 35 40 45 50 55 60 
Prem. 19.43 22.06 25.49 30.01 36.12 44.49 56.00 72.01 
1 2.28 2.46 2.81 3.16 3.54 3.99 444 5.43 
2 2.35 2.57 2.92 3.25 3.63 4.12 4.64 5.70 
3 2.41 2.66 3.02 3.33 3.75 4.25 486 5.96 
4 2.47 2.77 3.13 3.42 3.85 438 5.08 6.24 
5 2.52 2.87 3.23 3.51 3.96 4.51 5.31 6.52 
10 3.00 3.37 3.66 3.99 4.54 541 646 8.02 
15 3.48 3.77 4.11 4.52 536 643 7.76 9.51 
20 3.86 4.20 4.61 5.28 6.27 7.57 9.04 1047 


follows: 

a he 

ae 

ee 

Se 20 Payment Life 

$3 

~ 3 Age at Issue 

<< 

Aa 2% 30 3 4 4 50 5 60 
Prem. 27.97 30.71 34.10 38.35 43.85 51.19 61.26 75.48 
1 2.28 2.47 281 3.16 3.54 398 443 5.43 
2 2.39 2.62 2.96 3.29 3.68 415 4.68 5.71 
3 250 2.77 3.12 3.42 3.82 431 4.91 5.99 
4 2.62 2.91 327 3.55 3.97 448 5.16 6.28 
5 2.73 3.07 343 3.69 4.13 466 542 6.58 
10 «3.48 3.84 413 445 4.97 5.77 6.73 8.15 
15 429 461 495 535 6.10 7.04 814 9.62 
20 «5.12 5.50 5.92 652 7.38 8.37 9.32 10.26 


1934 OF CONNECTICUT GENERAL LIFE 


the scale in use in 1933. The first 20 year dividend on the 
ordinary life, twenty-pay iife, and 20 year endowment 


ow & 

3$ 

= 20 Year Endowment 

23 

— Age at Issue 

28 

an 25 30 35 40 45 50 55 60 

Prem. 47.07 47.73 48.73 50.34 53.06 57.68 65.30 77.55 
1 2.29 2.47 2.82 3.16 3.54 3.98 4.44 65.43 
2 2.50 2.71 3.04 3.35 3.72 4.18 4.70 5.71 
3 2.72 2.95 3.26 3.54 3.92 438 4.96 6.01 
4 2.95 3.20 3.51 3.74 4.12 4.59 5.23 631 
5 3.19 3.45 3.74 3.94 432 480 5.51 6.62 
10 456 4.78 494 5.12 5.49 6.13 693 8.23 
15 6.13 6.24 637 654 699 7.62 844 9.68 
20 7.92 8.03 8.16 833 8.69 9.13 9.56 10.19 





Record for November 


Stimulated by the desire to do honor 
to President Allan during the month 
of November, the agency force of the 
Great-West Life Assurance Company 
ran up a total of over $7,500,000 of 
ordinary business, the largest amount 
written in any one month during the 
last two years. 


Fidelity Manager 

Effective Dec. 15, Monroe H. Sever- 
son has been appointed manager for 
the State of Minnesota by the Fidelity 
Mutual Life, Philadelphia, Pa. Mr. 
Severson joins the Fidelity after five 
years as assistant general agent for 
the John Hancock Mutual in Minne- 
apolis. 


Northwestern National Gain 


A 52 per cent increase in new busi- 
ness last month over the same month 
a year ago gave fieldmen of North- 
western National Life of Minneapolis 
their best November in history, beat- 
ing the best previous November mark 
—in 1928—by 7 per cent. 
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Trend to Insurance 
as Investment 
(Concluded from page 7) 


one of these will be the protection of 
that estate against needless waste 
through illness, disability or premature 
death. Such wastage vitally attacks 
all of the five great estate assets. 

“An individual family head, or a 
business man, simply cannot afford to 
be inefficient through ill health. He 
should therefore apply the same safe- 
guards which are so generally applied 
in the field of property. And in this 
the life insurance companies can be of 
utmost assistance, in the same sense 
that the property and casualty insur- 
ance companies have been of such great 
help in the field of the acquired estate. 
Moreover, life conservation work fits 
directly into all branches of the life 
insurance picture. 

“It is fundamentally necessary to a 
successful set-up of total and permanent 
disability insurance. The future revival 
of total and permanent disability insur- 
ance should be based upon a periodic 
examination. Again, life conservation 
work would cut down tremendously on 
the decreasing term insurance claims 
under a life insurance policy, and would 
thus make the life insurance investment 
even better, from the standpoint of re- 
turn, than has been the case in the past. 

“Such conservation work is also 
fundamental to the philosophy of old 
age income insurance. Why stress the 
pleasures of old age unless we do some- 
thing to keep the policyholder in fit con- 
dition by the time he reaches the age 
of retirement? When left to themselves, 
comparatively few policyholders reach 
age 65 without plenty of aches and 
pains to trouble them. 

“The day of the rich man is practical- 
ly gone. Through unreasonable surtaxes, 
extraordinary estate duty and inheri- 
tance taxes we are taxing the wealthy 
out of existence. In the past, philan- 
thropy for America’s needed institu- 
tions has come primarily from the 
wealthy, and the great majority of the 
middle class have taken the position of 
‘Let George do it.’ In the future, how- 
ever, the support of organized philan- 
thropy must come from the middle class. 
This requires system and regularized 
thrift, for this specific purpose, over a 
long period. And how can this be ac- 
complished except through the medium 
of life insurance? Therefore, life insur- 
ance is bound to become an agency of 
tremendous importance for the support 
of organized philanthropy.” 
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They Live Longer 
in Canada 


The statistical bureau of the Metro- 
politan Life Insurance Company has re- 
cently completed a life table for Can- 
ada covering the years 1929 to 1931 
which focuses attention upon several 
significant facts. The Canadian lives 
longer on an average, the figures show, 
than the white resident of the United 
States, if the Province of Quebec is 


omitted from the reckoning. His ex- 
pectation of life at birth is 60.74 years 
as compared with 59.31 for the white 
male in the United States. The figures 
for females are 63.23 and 62.83 respec- 
tively. Even including the Province of 
Quebec, which is less favorably situated 
as to mortality than the rest of Canada, 
it is shown that from age one on for 
males and from age two on for females, 
the Canadian has a better expectation 
of life than the individual in the U. S. 
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Chis Is Up To Vout! 


The Life Insurance Salesman’s duties 


It is not enough to persuade 
a prospect to acquire a 
certain amount of protec- 


tion. He should be sold 
the RIGHT KIND of 
protection. 


It will be worth the time and 
effort in its benefits to 
those you are supposed to 
serve. 


Iueurance Company of America 
Epwargp D. Durrie.p, President 


Home Office, Newark, New Jersey 


Che Prudential 
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Mutualization Plan of 


Court for Peoria Life 
(Concluded from page 13) 

as the guarantee capital of $100,000 
required by law for a new life insur- 
ance company, is illegal. In the mean- 
time the state supreme court has per- 
mitted the attorney general to file peti- 
tion for mandamus to force Judge Nie- 
haus to expunge the appointment of 
Shurtleff as receiver, and the judge has 
been ordered to answer the petition 
this week. 

The muddled picture was completed 
when Mr. Palmer indicated that he 
would not approve the Shurtleff plan, 
his approval being necessary under the 
law. However, Shurtleff has announced 
a temporary board of directors and ex- 
pects to apply to Palmer for a charter 
immediately. Details of this and the 
other plans have not been made public 
because of the action of the court in 








Charles M. Biscay Dies 

Charles M. Biscay, advertising man- 
ager of the Western and Southern Life 
Insurance Company, Cincinnati, died 
Wednesday morning of this week fol- 
lowing a short illness. He was 58 years 
of age and was one of the best known 
insurance advertising men in the coun- 
try. 

Mr. Biscay was born in Brooklyn, 
N. Y., and early in his career associated 
with the New York Life and the Met- 
ropolitan Life in the production end of 
the business. Prior to moving to Cin- 
cinnati in 1924, he was for many years 
a member of the staff of the Insurance 
Press, of New York. He is survived by 
his widow and one child. 





The Late Charles M. Biscay 


impounding the several bids that had 
been filed. It is recalled that Shurtleff 
is a law partner of the judge’s son and 
was appointed by Niehaus over the pro- 
test of Mr. Palmer after he, in accord- 
ance with the statute giving the direc- 
tor of insurance authority to name 
insurance company receivers, had 
named Mr. O’Hern. Judge Niehaus 
then named O’Hern and Shurtleff as 
coreceivers, but all of the activities of 
Shurtleff before the court have been 
independent of O’Hern. 


The other plans before the court were 
filed by the Life and Casualty Company 
of Chicago which proposed to reinsure 
the business, move its headquarters to 
Peoria, and assume the name of the 
Peoria Life; by James V. Sullivan, who 
submitted his oft publicized plan of di- 
vorcing the banking feature of the 
company from the insurance depart- 
ment and continuing the latter as term 
insurance (substantially the same plan 
which he proposed so lustily for the 
Illinois Life) ; and by Owen and Owen. 





We Have Openings 


For aggressive District Managers in 26 States and the 


District of Columbia, paying liberal first year com- 


missions and non-forfeitable renewals. 


Inquiries are invited from men of character desirous 


of building a successful District Agency with a strong 


Mid-Western Mutual Legal Reserve company. 


Our policies consist of a wide range of low cost par- 


ticipating contracts, designed to meet today’s eco- 


nomic conditions. We also have attractive Annuities 


and Juvenile policies. 


For complete particulars write 


F. A. Hicks, Superintendent of Agents 


LIFE 


ORGANIZED !90! 





COMPANY 


Assets Exceeding $16,500,000.00 
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CALIFORNIA LIFE NOTES 


Enters Hawaii 


Postal Union Life of Hollywood, which 
recently took over the California busi- 
ness of the Pacific States Life, has 
extended both life and accident and 
health business to Hawaii and Arizona, 
according to E. C. Hall, manager of 
the accident and health department of 
the company at the home offices. H. S. 
Hayward will be in charge of the 
Hawaiian Islands territory and T. E. 
McCullough will manage the accident 
and health activities in Arizona. 


Company Organized 

Sequoia Life Insurance Company is 
being organized in Los Angeles, Cal., 
the articles of incorporation having 
been recently filed with an authorized 
capital of $1,000,000. 





California-Western States 


Volume of business applied for dur- 
ing November in the California-West- 
ern States Life was 14 per cent greater 
than that of the same month during 
1932, according to President J. Roy 
Kruse. 


Leads November Production 


California topped the list in amount 
of business written for the Business 
Men’s Assurance during November. 








November Production 
(Concluded from page 13) 


$436,723,000 against $450,098,000—a 
decrease of 3 per cent. New Industrial 
insurance amounted to $202,843,000 
against $184,882,400—an increase of 
9.7 per cent. New Group insurance was 
$41,483,000 against $36,262,000—an 
increase of 14.4 per cent. 

For the first 11 months of the year 
the total new business of these com- 
panies was $7,097,346,000 this year 
against $8,354,978,000 last year—a de- 
crease of 15.1 per cent. New Ordinary 
insurance amounted to $4,668,989,000 
against $5,473,247,000—a decrease of 
14.7 per cent. Industrial insurance 
amounted to $2,126,844,000 against 
$2,322,403,000—a decrease of 8.4 per 
cent. Group insurance amounted to 
$301,513,000 against $559,328,000 —a 
decrease of 46.1 per cent. 

The new paid-for business during 
each of the first 11 months of 1981, 
1932 and 1933, and percentage in- 
creases or decreases, are shown in the 
table on page 13. 
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More than 40 per cent of business was 
paid for during November than any 
other month during the year. 





William Hewitt Resigns 


William A. Hewitt, general agent 
for the Northwestern Mutual at Oak- 
land, Cal., has announced his resigna- 
tion from that position as of Jan. 1, 
1934, following 27% years of service 
for the company. 





San Francisco Election 


Election of officers of the San Fran- 
cisco Life Underwriters Association 
was held Dec. 18, following a meeting 
conducted by the Metropolitan Life. 
P. G. Young, manager of the Golden 
Gate Branch of the Metropolitan was 
elected president for the ensuing 
twelve months. Myron L. Fairchild, 
Connecticut General is first vice-presi- 
dent and P. M. Jost, Sun Life, second 
vice-president. 








do it? 


to retire from business or 


other investments? 


from such taxes? 





Have you life insuranee 


—to cover the mortgage on your house so that your 
wife and children will not have to pay it if you do 


not live long enough to clear the debt yourself? 


—to give your family an income or to help put your 


children through college, if you should not be here to 


—to provide for your old age, should you be forced 


—to cover inheritance taxes? If you haven’t an estate 
ov. which to pay an inheritance tax, have you a life 


insurance estate which you can leave clear and free 


If you are protected against these contingencies, your 
mind is free from worry: you have made yourself and 


your family secure. You are financially independent. 





emutyhe 
LIFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


suffer losses on property or 
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(Ask for details.) 





Don’t Let It Happen Again 


The Lunden-Moore Chart “IS LIFE INSURANCE A 
GOOD INVESTMENT?” will aid you in selling life in- 
surance as a means of hedging on a speculative program. 
One of the greatest sales documents ever produced. 








ACTUARIES 


Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 








Audits Calculations Consultants 
Examinations Valuations 
8 WEST 40TH STREET NEW YORK 





MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 
500—Sth Ave.—at 42nd Street 
NEW YORK 





WOODWARD, FONDILLER, 
RYAN & SHARP 
Censulting Actuaries 


90 John St. New York 





DONALD F. CAMPBELL 


Consulting Actuary 


160 No. LA SALLE ST. 
Telephone State 1213 i 
CHICAGO 





JAMES H. WASHBURN, F.A.1.A. 
Censulting Actuary 


LIFE. INSURANCE—Ordinary, Intermedi- 
ate, Greup, Industrial and Special Classes 


WORKMEN’S COMPENSATION 
Expert Adviee on Domestic, Trepical and 
Semi-Trepical Business 
2004 WEST END AVE. 
NASHVILLE, TENN. 





J. Charles Seitz, F. A. I. A. 


Consulting Actuary 


Auther “A System and Accounting fer a Life 
Insurance Company”’ 
Attention to 
Legal noo. Fraternal and Assessment 
iness— Pensions 


228 Nerth La Salle Street, Chicage, Ill. 
Phone Franklin 6559 








ACTUARIES 






GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


NEW YORK 















150 NASSAU ST. 








ERSTON L. MARSHALL 
Consulting Actuary 


555 Seventh Street 
Des Moines, Iowa 
10th Floer LaFayette Life Bldg. 
LAFAYETTE, INDIANA 











FRANK M. SPEAKMAN 


Consulting Actuary 






Associates 
Fred E. Swartz, C. P. A 
E. P. Higgins 


THE BOURSE 







PHILADELPHIA 















ALEXANDER C. GOOD 


Consulting Actuary 









615 Central Trust Bidg., 
JEFFERSON CITY, MO. 


and 800 Security Bidg., Kansas City, Me. 










L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


128 North Wells Street 
CHICAGO 











Haight, Davis & Haight, Inc. 
Censulting Actuaries 


FRANK J. HAIGHT, President 
INDIANAPOLIS 


Kansas City 








INSURANCE 
SALESMEN! 


How would you like to make 


WEEKLY 





Exclusive ‘5 Point Policy Written to 
SELL under present day conditions 
1. Old Line Legal Reserve Policy 


2 Same Low Premium Regard- 
© | less of age 


3. No Medical Examination 
Me | Ace Limits 1 to 65 
Be Premium Cost Only $1 Month 





While scores of ordinarily profitable insurance deals 
have offered salesmen only a bare existence in the 
past few years, NATIONAL ALD Representatives have 
PROSPERED. Yet, 99% of them had no previous 
insurance selling experience and most of them had 
never before sold anything in their lives. 

If National Aid Life can make $30 and $40 a day 
for the ordinary man, what a profit opportunity it 
holds for men like you, who are experienced insur- 
ance salesmen! If you are making less than $200 
a week, investigate NATIONAL AID at ONCE! 


New Old Line Legal Reserve Life Con- 
tract Backed by %100,000 in U. S. 
GOVERNMENT BONDS 


In addition to the protection offered by its thousands 
of established policy-holders, National Aid Life is 
today backed by a deposit of $100,000, held as 
security by the state, to insure full payment of every 
just claim. 


EASIEST SELLING EVER 


Exclusive Life Policy Features 
No Medical Examination 
LIBERAL AGE LIMITS 

Think of offering your customer a life policy in an 
Old Line Legal Reserve Company at this amazing 
low co;t—a contract that pays cash benefits up to 
$1,000 ‘or death, that contains convertability clauses, 
income for life, and other features of policies costing 
many times as mu 


$5.00 PROFIT FROM EVERY 86.00 


ALE 


START AT ONCE... 


Mail This Coupon for Free Starting 
Outfit 

Sell National Aid Life exclusively, or use it as a 
“‘trump card’’ when you can’t sell an expensive policy. 
You'll make money any way you handle it! 

Turn this opportunity into CASH—without spending 
a cent. Learn how National Aid Life's profit sharing 
plan will bring you greater profits than you've ever 
made before. Mail the coupon now and we'll send 
you Specimen Policy, complete starting outfit, and full 
instructions. ALL FREE BY RETURN MAIL. 
Within 10 minutes after opening our letter, you can 
step from your door and START COLLECTING $5 
BILLS. Don’t Delay. Your time is worth up to 
$5 an hour FROM NOW ON! Write your address, 
and MAIL COUPON NOW! 


NATIONAL AID LIFE 
National Headquarters 
Dept. H-1 
SPRINGFIELD, ILL. 








Sessa ee ee ee eee 27 
National Aid Life, Dept. H-1 
Springfield, Illinois. 

Please rush complete Start- 
ing Outfit and complete details, 
all Free by Return Mail. 


OD nosvcensewreseeécuecss 


SE  sctocececousescescce 


The Spectator, December 21, 1933 








i 


Wi 


Yi 
se 


pl 


Fj 




















EVENTS * 

















FIRE 








More Than 400 Attend Conn. 


Insurance Day at Hartford 


Commissioner Howard P. Dunham Makes Strong Appeal 
for Reduction in the Number of Agents; Dr. S. S. Huebner 
Discusses Trends in Life Insurance for the Near Future 


By RALPH REED WOLFE 


In spite of the general disappoint- 
ment felt because George S. Van 
Schaick, superintendent of insurance of 
the State of New York was at the last 
minute prevented from attending the 
ninth annual Connecticut Insurance 
Day held last Thursday in Hartford, 
and also that some of the other sched- 
uled speakers were not on hand, the 
convention was termed a great success 
by the 450 insurance men from all over 
Connecticut who attended. Even the 
snow and sleet which the night before 
had covered the major part of the state 
with what newspaper headliners fre- 
quently refer to as a white blanket did 
not appear to have had any appreciable 
effect upon the attendance. 

Mr. Van Schaick’s telegram an- 
nouncing that he could not come was 
not received until shortly before the 
opening of the convention. Both morn- 
ing and afternoon sessions of the con- 
vention were held in the beautiful audi- 
torium that is a part of the home office 
building of the Aetna Life Insurance 
Company on Farmington Avenue. The 
hall was already tastefully decorated 
with a large Christmas tree and 
Christmas wreaths in preparation for 
Yuletide celebrations. The luncheon was 
served at noon in the dining room of 
the building which also received high 
praise from those who attended. 


George Turner Presides 


George E. Turner, president of the 
First Reinsurance Company of Hart- 
ford, was the general chairman of the 
convention and presided at the meet- 
ings. Col. Howard Dunham, insurance 
commissioner of Connecticut was the 
first speaker and in a preface to his 
remarks he stated that one of the 
world’s greatest poets, Eddy Guest, with 
whom he had played golf some time be- 
fore, had promised to attend the Con- 
necticut Insurance Day but at the last 
minute was prevented from being there. 
What might be termed the most im- 
portant feature of Colone! Dunham’s 
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Col. Howard Dunham 


talk was his assertion that there is at 
the present time a superfluity of in- 
surance agents. He cited the fact that 
in Connecticut with a population of 1,- 
600,000 there were 7000 insurance 
agents as compared with 1919 doctors, 
1981 lawyers and 964 dentists, and he 
said that many unsavory practices that 
plague the insurance business are at- 
tributable to the fact that there are too 
many agents for the amount of business 
available. He held that too many per- 
sons selling insurance is the basic cause 
of a problem with which the life insur- 
ance companies have been wrestling for 
several years—twisting. Mr. Dunham 
said that while it is held and with 
justification that competition is the 
life of trade, now it may be said that 
too much competition is ruinous to 
trade, business or profession and that 
in the mad struggle for commissions 
and fees, ethics are often lost sight of. 

The best way to eliminate the evils 
that have grown out of the fact that 
there are too many agents, he said, is 
first to reduce the number of agents 
and second, to improve their quality. 
The solution of the problem, he said, 


(Concluded on page 32) 
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Globe & Rutgers Is 
Promised R.F.C. Aid 


Funds Aggregating $3,500,000 
To Be Made Available to Pur- 
chasers of Preferred Stock in 
Company 





The Reconstruction Finance Corpora- 
tion has agreed to advance loans ag- 
gregating $3,500,000 to aid in the reor- 
ganization of the Globe & Rutgers Fire 
Insurance Company, it was announced 
this week by Jesse H. Jones, chairman 
of the corporation. Details of the plan 
were made public following a recent 
conference between Chairman Jones, 
President Roosevelt and Superinten- 
dent of Issurance George S. Van 
Schaick of New York. The Globe & 
Rutgers has been in the hands of the 
New York Insurance Department since 
last March for rehabilitation. 

Under the terms of the plan, funds 
are to be made available by the R.F.C. 
to “interested parties” to be used in the 
purchase of $3,500,000 preferred stock 
in the reorganized company on condi- 
tion that a like amount of junior pre- 
ferred stock be purchased by other in- 
terests, including creditors, and that 
$500,000 of new cash capital be fur- 
nished by others than the creditors. 

In announcing the loan, Chairman 
Jones said that “from available infor- 
mation it appears that $7,500,000 new 
capital will put the company in a sound 
condition and enable it to reenter the 
field of writing fire insurance.” 

It was explained that the Recon- 
struction Finance Corporation is au- 
thorized to lend funds to anyone on 
adequate security when it is to be used 
in purchasing stock in reorganized in- 
stitutions, although in the case of bank 
reorganizations it has been noted that 
the corporation frequently purchased 
preferred stock itself. 


Under the arrangement in the case 
of the Globe & Rutgers, those who pur- 
chase first preferred stock in the com- 
pany from funds made available by the 
R.F.C. will in turn deposit the preferred 
stock with the R.F.C. as security for 
the loans. It is understood that this 
method was agreed upon for the rea- 
son that other insurance companies who 
have reinsured themselves through 
Globe & Rutgers are the largest class 
of creditors of the concern. 
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F. P. Hamilton Resigns 
Presidency of the Queen 


At a meeting yesterday, the directors 
of the Queen Insurance Company of 
America accepted the resignation of 
President F. P. Hamilton to be effec- 
tive Dec. 31, 1933. Mr. Hamilton has 
been in ill health for some time and 
for that reason wished to be relieved 
of the duties of the president. Harold 
Warner, United States manager of the 
Royal Liverpool Groups, was elected to 
succeed Mr. Hamilton as president of 
the Queen Insurance Company of 
America. Mr. Hamilton has also re- 
linquished his position as associate 
United States manager of the Royal 
Insurance Company, Ltd., and the Liv- 
erpool and London and Globe Insurance 
Company, Ltd., and various official posi- 
tions with other companies of the 
groups. 

Mr. Hamilton commenced his insur- 
ance career with the Mechanics Insur- 
ance Company of Brooklyn, going from 
there to the Commercial Assurance 
Company of London. Later he became 
associated with the New York Under- 


Director of The Travelers 


Charles L. Taylor, president and 
treasurer of the Taylor and Fenn Com- 
pany, of Hartford, on Monday, Dec. 
18, was elected a director of The Trav- 
elers Insurance Company, The Travel- 
ers Indemnity Company and The Trav- 
elers Fire Insurance Company, succeed- 
ing the late Elijah C. Johnson, chairman 
of the board of the First National Bank 
of Hartford. 

Mr. Taylor has spent his entire life 
in Hartford and has been prominently 
identified with manufacturing, banking, 
public utilities and welfare organiza- 
tions. 








writers Agency as superintendent of 
the Eastern Department, thereafter 
entering the services of the Manchester 
and the American Insurance Company 
of New York as general agent and as- 
sistant secretary, respectively. In 1904 
he associated himself with the Queen 
Insurance Company at its office in New 
York. He was elected president of the 
company in August, 1929. 
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Sheldon Catlin on 
Board of Directors 


Sheldon Catlin, vice-president of the 
Insurance Co. of North America, was 
elected to the Board of Directors of the 
North America and its allied compa- 
nies last week. This sets a precedent 
with the North America as heretofore 
the senior vice-president was the only 
officer of the company beside its presi- 
dent to occupy a place on the Board. 
Mr. Catlin joined the North America 
in January, 1906, as a special agent. 
In 1910 he was made an assistant sec- 
retary and six years later became third 
vice-preident and shortly after that, 
second vice-president. How highly Mr. 
Catlin is considered by the North 
America is shown by the fact that his 
election to the Board of Directors 
breaks a policy of 142 years standing. 


The National Fire Insurance Com- 
pany has declared the regular quarterly 
dividend of 50 cents a share, payable 
Jan. 2 to stockholders of record as of 
Dec. 20. 





North America’s goodwill-building national advertis- 
ing paves the way for every selling effort by North 


America Agents. 


To drive specifically on any one line .. . Jewelry or 
Fur Insurance at Christmas time, for instance . . . they 
have available folders, newspaper advertisements, sales 
letters and other printed helps supplied by the company 


for the asking. 


See the North America full page advertise- 
ment in the Literary Digest, December 2nd. 


Insurance 


Company of 


North Ameriea 
PHILADELPHIA 


and its affiliated companies write practically every 


form of insurance, except life. 





MEMBER 


WE DO OUR PART 
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INLAND MARINE ADJUSTMENTS 


HERE appears a laxity on the part 

of inland marine underwriters 

when losses occur, for information 
developed in connection with a loss is 
retained by the company sustaining 
such loss and is not passed on to all 
underwriters for their information and 
future guidance in the acceptance of 
business. 

The Inland Marine business today is 
conducted by fire insurance companies 
with the exception of one or two marine 
writing companies. 

If a fire loss occurs on a risk insured 
by a fire insurance company and is cov- 
ered by a standard fire insurance policy, 
such information developed in the ad- 
justment of loss is obtainable through 
one of the insurance company’s organi- 
zations operating nation-wide. Why the 
same companies do not report their fire 
losses under the inland marine con- 
tracts to this same _ organization, 
namely, the National Board of Fire 
Underwriters, in our opinion, is laxity 
on the part of the companies and the 
companies’ organization, the Inland 
Marine Underwriters Association, for 
not requesting their members to so re- 
port fire losses. 


Fire Underwriter’s Practice 


For years the garment trades in 
New York City produced a very high 
loss ratio for fire insurance companies. 
Finally, fire underwriters scrutinized 
their acceptances and in the New York 
Board of Fire Underwriters established 
an information bureau. Through this 
bureau members of the New York 
Board of Fire Underwriters were able 
to obtain reports relating to the finan- 
cial conditions of assureds, also losses 
sustained. Fire losses were reduced 
materially through the information ob- 
tained through this source. This same 
service should be available to inland 
marine underwriters, for while the ex- 
perience from a fire underwriting 
standpoint has been good, we believe 
that inland marine contracts issued by 
the fire insurance companies are now 
paying such losses for inland marine 
garment floaters, are now covering 
these risks under an all risk cover and 
the class is, we understand, now becom- 
ing unprofitable. In our opinion, an an- 
alysis of this condition is: 

Underwriters of this class have not 
had available the information which the 
fire underwriters have had for several 
years, namely, that furnished by the 
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This article was written for The 
Spectator by a well known in- 
surance man who has made a 
thorough study of the subject 
and believes that there is a real 
necessity that the inland marine 
underwriters amend the condi- 
tions of their contracts and that 
they report all losses to a qual- 
ified bureau.—THE Epiror. 








information bureau of the loss commit- 
tee of the New York Board of Fire 
Underwriters. 

Fire losses have been handled by each 
company through their representatives, 
who do not have available the informa- 
tion which the loss committee of the 
New York Board of Fire Underwriters 
has, and in several cases it has been 
found that merchandise damaged in a 
fire has been removed to another loca- 
tion after the loss had been adjusted 
and the same damaged merchandise 
has been found in a loss occurring later. 

Further, most inland marine con- 
tracts are more liberal in their condi- 
tions than a standard fire policy, for it 
does not permit an examination of an 
assured after a loss has occurred as 
does the standard fire policy. 


False Claims 


Early in 1932, Abraham Kaplan & 
Samuel Berger of Powers, Kaplan & 
Berger, attorneys at law, wrote a copy- 
righted story entitled, “The Creuser 
Case” which describes in detail how a 
broker, who also was the assured, de- 
frauded a number of insurance com- 
panies by presenting false claims under 
inland marine policies. Senator Kaplan 
was able to prove this assured guilty 
of fraud and the assured was sentenced 
to the Federal Penitentiary. The story 
bears out the contention of laxity in ad- 
justments. 

It is the hope of the writer that in- 
land marine underwriters will take heed 
immediately and amend the conditions 
of the contract used for this form of 
insurance and scrutinize more carefully 
their acceptances, placing safeguards 
around adjustments and finally report 
all losses to the National Board of Fire 
Underwriters or some other equally 
qualified bureau. 


Report on Results of 
Fire Prevention Week 


Effectiveness of Campaign This Year 
Apparent; Motion Picture Industry 
Praised 


The report of the committee of judges 
appointed to review the reports submit- 
ted by the cities and towns concerning 
their fire prevention activities during 
Fire Prevention Week last October, has 
been made public by T. Alfred Fleming, 
supervisor of the conservation depart- 
ment of the National Board of Fire 
Underwriters and chairman of the Fire 
Prevention Week committee. The mem- 
bers of the committee were W. E. Mal- 
lalieu, general manager of the National 
Board; Franklin H. Wentworth, man- 
aging director of the National Fire 
Protection Association; Ross B. Davis, 
chief engineer of the Bureau of Fire of 
Philadelphia and past president of the 
International Association of Fire 
Chiefs, and George F. Lewis, deputy 
fire marshal of Ontario, chairman of 
the committee for the Canadian prov- 
inces. 

A large increase in the number of 
cities reporting and a decided improve- 
ment in the effectiveness of the cam- 
paign conducted is noted in the report. 
Seventy-six cities in the United States 
suffered no loss by fire during the 
week of October 1-7, the week preceding 
Fire Prevention Week, during which 
ninety-two escaped damage from burn- 
ing. Eighty-one cities showed a weekly 
loss of less than $25, which compared 
with the average weekly loss of the 
same cities for the previous year 
showed a reduction of 67 per cent. The 
work done by the United States Film 
Exchange, under the direction of the 
Motion Picture Producers and Distrib- 
utors of America, was also reviewed by 
the committee, and it records that the 
accomplishments in the fire prevention 
work by the motion picture industry 
were particularly outstanding. 








Appointed Special Agent 


Mark L. Bush, son of Harry R. Bush, 
president of the Dixie Fire Insurance 
Company of Greensboro, N. C., has 
been appointed special agent for the 
State of West Virginia for the Dixie 
Fire Insurance Company. A graduate 
of Military College of South Carolina, 
with B.S. degree in civil engineering, 
Mr. Bush has had both home office and 
field experience, having served the 
Niagara Fire Insurance Company for 
six years, and the Security of New 
Haven for three years. 
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Agricultural 
Conditions 


Secretary of Agriculture Henry A. 
Wallace in his annual report to the 
President, which was released last Fri- 
day, says that agricultural conditions 
have improved over the nation as a 
whole though by no means uniformly 
during the past six months. Partly, he 
explained, because something has been 
done to balance production and demand 














SERVING the direct-writing 
fire insurance companies to- 
day with the best facilities of 
modern times backed up by 


financial security. 





and partly because Government action 
has improved the economic condition 
generally. Secretary Wallace estimates 
that gross farm income from 1933 pro- 
duction will be about $6,100,000,000. 
Payments to farmers for restrictions in 
agricultural production will increase the 
total to about $6,400,000,000 as com- 
pared with $5,143,000,000 received last 
year. From mid-March to mid-October 
commodity prices rose 47 per cent. 
There was not so great a gain, only 22 
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per cent, in the exchange value of farm 
products, because prices paid by farm- 
ers advanced considerably. Secretary 
Wallace states that the nation faces 
a choice between two lines of policies: 
either it must modify the tariff policy 
so as to permit a larger quantity and 
value of imports to enter the country 
or it must accept a considerable and 
permanent loss of its farm markets. 





Credit and Free 
Insurance Evil 


In a foreword to the printed proceed- 
ings of the 1933 conference of the As- 
sociation of Superintendents of Insur- 
ance of the Provinces of Canada, R. P. 
Hartley, president-elect of the associa- 
tion, commenting on what he terms the 
credit and free insurance evil stated 
that he thought the appointment of a 
special committee consisting of two 
members of the association, two repre- 
sentatives of the All Canada Fire In- 
surance Federation, one representative 
of the Associated Casualty Companies 
and two representatives of the Asso- 
ciated Insurance Agents of the Prov- 
inces of Quebec and Ontario, one repre- 
sentative from each province, to con- 
sider this matter was a step in the 
right direction and in accordance with 
the second and third parts of the three- 
fold function of the association. He said 
that in looking through the reports of 
the proceedings of the association for 
several years back, it appeared to him 
that this matter had been on the agenda 
and has been discussed year after year 
without any solution of the problem 
having been reached. He said: 

“The discussion at the 1933 Confer- 
ence was provocative of a lot of good 
in that the viewpoint of the representa- 
tives in Canada of probably over 40 
large insurance companies was placed 
before the Conference. This of itself 
would not have been sufficient to bring 
about a solution of the problem, but 
the obtaining of the viewpoint of so 
many company representatives, coupled 
with the appointment of the committee, 
is grappling with the problem in a con- 
crete and logical way, so that by the 
time next year’s Conference is in 
progress we should know definitely 
whether, in the opinion of a committee 
representing all interests, there is any 
possibility of solving the difficulty. If 
it is possible of solution, let the Con- 
ference take the steps recommended by 
the committee, and proceed to solve it. 
If it is not possible of solution, let the 
committee tell us so, and then the Con- 
ference can remove it from the agenda,” 
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Nat. Fire Protection 
Association 


The mid-winter meeting of the board 
of directors of the National Fire Pro- 
tection Association International of 
Boston will be held Jan. 20. Members 
who wish to submit matters for the con- 
sideration of the directors have been 
requested to place their communications 
in the hands of the managing director 
before Jan. 1. The program of the 
twenty-eighth annual meeting of the 
association which is to be held in At- 
lantic City the week of May 14, will be 
considered at this time. 


A Lot for 
$25. 


Chairman Fleming of the committee 
of fire prevention and clean-up cam- 
paigns by the Greensboro, N. C., Cham- 
ber of Commerce, submitted an interest- 
ing report of fire prevention week in 
that city from which we quote the 
following: “We recruited about 10 or 
12 former insurance inspectors, con- 
tractors, and salesmen who were out of 
work, paying them with Federal relief 
funds—gave them a week’s instruction 
under the chief of the fire department 
in the building code, the fire laws, and 
the zoning ordinances and with appro- 
priate publicity for a background to 
prepare the field sent them out as ‘fire 
hazard counsellors.’ These men went 
into every residence in the city of 
Greensboro, went through the building 
with the owner or tenants, pointed out 
fire hazards such as shingle roofs, 
faulty wiring, bad plumbing, bad heat- 
ing ete., ete. They did not go as in- 
spectors but as ‘counsellors,’ pointing 
out to the owner or tenant that deficien- 
cies discovered should be reduced as 
they might cause the loss of property 
or the loss of life. As a final question 
they were asked if they would like to 
consult with somebody qualified to re- 
duce the hazards discovered and where 
the answer was ‘yes’ these prospects 
were classified and listed and sent in 
bulletin form to all our bona fide con- 
tractors, builders’ and supply dealers, 
to be followed up by their salesmen. 
It is estimated that the campaign pro- 
vided 44,000 man hours of work for 
the unemployed, but quite as important 
was the fact that it reduced a great 
many fire hazards. Many shingle roofs 
were replaced and a great deal of 
faulty electric wiring was corrected. 
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The total cost of the project to the | 


Chamber of Commerce was only about 
$25.” 
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Director of Phoenix Mutual 


Frank D. Layton, president of the | 


National Fire Insurance Company of 


Hartford, has been elected a director of | 
Life Insurance | 


the Phoenix Mutual 
Company of that city to fill the vaeancy 
on the board caused by the death of 
Silas H. Cornwell. 


AETNA (Fire) SECRETARIES 





THOMAS F. BUCHANAN 


SMOKE 


By RaLPpH REED WOLFE 


| 
ATURALLY I have but little time 
for the reading of any books ex- 
| cept those which deal with the question 
of fire insurance here and elsewhere, 
but now and then I stray slightly from 
that beaten and delightful path. A few 
|days ago, having read with interest 
and, I trust, with profit to myself, “An 
Approach to Fire Insurance,” by Clay- 
| ton G. Hale, which The Spectator Com- 
| pany very recently published, I decided 
to read another recent Spectator pub- 
lication, “Mind Wreckers, Limited,” by 
Frank J. Price, Jr. 


e & @ 


»AVING read the first story and 
finding myself well entertained by 

the fashion in which Mr. Barrow solved 
a most puzzling and gruesome mystery 
I started immediately on the second, 
“Sky Train,’ and found the investi- 





gator none the less capable of running 
some murderous crooks to earth than 


| he was in discovering what was driving 





so many of his company’s policyholders 
insane. Then I continued through the 
other tales and laid the book down re- 


| luctantly because there was no more. 


bo ok * 
OWEVER, lest to the super-cynical 
it might appear that I am show- 
ing a tendency to exploit a product in 


| which my employers have a personal 





HENRY R. TOMLINSON 


Promoted from assistant secretaries to 
secretaries of the Aetna (Fire) Insurance 


| Countess This or That. 


interest as its publishers, I will not fur- 
ther record my opinion of the book it- 
self but call attention to one fact that 
I feel is highly to the credit of the au- 
thor, Mr. Price. I have not read as 
many detective stories as some, but I 
have read a few, and in far too many 
cases no matter how clever the plot or 
how exciting the action I grow very 
sick of the leading character, the mas- 
ter mind detective. Mr. Price creates 
an extremely clever investigator of un- 
usual cases and keeps him always that, 
not changing the type to suit the cir- 
cumstances. As I recall the investi- 
gator, he does not waste pages in 
talking about his rare collection of 
early Florentine art, his passion for 
reading Greek in the original or his 
marvelous Chesterfieldian manners 
when entering the drawing room of 
I don’t want 
to see Mr. Barrow lose his job with 
the Citadel Life, but should he, I hope 
he joins a fire insurance company and 


Company and the World Fire & Marine, | allows Mr. Price to narrate his fas- 
as announced in The Spectator last week. | cinating researches in that field. 
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A LITTLE BIRD 
TOLD US! 





AMERICAN EQUITABLE ASSURANCE 
COMPANY OF New YorK 
Capital, $1,000,000.00 Organized 1918 


Giose & REepuBLic INSURANCE 
CoMPANY OF AMERICA 
Philadelphia, Pa. (Established 1862) 
Capital, $1,000,000.00 


IMPORTERS & EXporRTERS INSURANCE 
CoMPANY OF New YorK 


Capital, $1,000,000.00 


KNICKERBOCKER INSURANCE COMPANY 
or New York 
Capital, $1,000,000.00 Organized 1913 


MERCHANTS AND MANUFACTURERS 
Fire INSURANCE COMPANY 


Newark, N. J. (Chartered 1849) 
Capital, $1,000,000.00 


New York Fire INSURANCE 
COMPANY 


(Incorporated 1832) 
Capital, $1,000,000.00 


A little bird told us that 1934 should be a better year for insur- 
ance and its producers. Insurance has proven its stability, and 
has discharged its duties and obligations to policyholders. Its form 
of organization enabled it to do that, even in a period of stress. 


Insurance buyers have learned all this. 


As a result they have more confidence in stock fire insurance 
than ever before. It is true that many are making careful inquiry 
about companies. But producers are thus given a chance to explain 


why confidence in stock fire insurance is justified. 


Another opportunity is afforded—that of establishing a re- 
lationship with assured which makes the producer an insurance 
doctor. Then the latter is able to make a complete analysis of an 
insurance problem, place his finger on the weak spots, then ex- 


plain and sell the protection that is necessary. 


Face 1934 with a confidence that is not blind optimism, and 
with a quota, as we suggested in a recent advertisement. If you 
represent companies in this group, face the new year also with 
the assurance that we have always recognized the importance of 
producers in the insurance picture and seek constantly to aid them 


in their problems of production and service to assured. 


CORROON & REYNOLDS 


Incorporated 
INSURANCE UNDERWRITERS 
Manager 


92 William Street New York, N. Y. 
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Need for Uniformity Is 
Seen at H. and A. Meeting 


Executive Committee of Health 
and Accident Underwriters 
Conference in Winter Session 





The need for greater uniformity be- 
tween health and accident companies in 
their underwriting was emphasized at 
the winter meeting of the executive 
committee of the Health and Accident 
Underwriters’ Conference in Chicago 
last week. The discussion on this sub- 
ject was led by W. T. Grant, president 
of the Business Men’s Assurance Com- 
pany, Kansas City. 

In addition there were discussions on 
agents, underwriting, claims and loss 
ratios, investments and valuation of 
securities; legal phases; legislation, and 
insurance department cooperation. 

The committee elected Roy S. Hills, 
manager of the monthly indemnity de- 
partment of the Massachusetts Bonding 
and Insurance Company, to the execu- 
tive committee to fill the vacancy 
caused by the resignation of Paul 
Rogers, who recently left the Massa- 
chusetts Bonding to join the staff of the 
Aetna Life. 

In addition the time and place of the 
1934 meeting was set for the third week 
in June at the Edgewater Beach Hotel, 
Chicago. 

Mr. Grant particularly emphasized 
the point that there should be uniform- 
ity between the companies with regard 
to grace periods allowed for the pay- 
ment of accident and health premiums, 
in view of the fact that there is no 
statutory time fixed. He pointed out 
that considerable embarrassment may 
be caused where a policyholder may 
have contracts with more than one com- 
pany with different grace periods. 

He also pointed out that the age re- 
duction benefit idea is growing and that 
its adoption by some companies has not 
presented a serious obstacle to selling. 
He pointed out that uniformity in this 
feature would be of value, saying that 
there would be no sales resistance at 
all if all companies followed the plan. 
There has not been sufficient experi- 
ence as yet to affect the loss ratios, 
however. 

In the discussion on claims and loss 
ratios led by C. O. Pauley, secretary 

(Concluded on page 33) 
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Supt. Van Schaick Vetoes 
Proposed Fidelity Rates 





New Towner Schedules, Calling for 
Higher Bank Rates, Rejected by 
Insurance Department 





Superintendent of Insurance George 
S. Van Schaick has directed that a 
downward adjustment be made in a 
proposed rate schedule for bank fidel- 
ity insurance filed with the State In- 
surance Department by the Towner 
Rating Bureau. The schedule called 
for a material increase in present rates 
and this was found unwarranted in 
view of the actual experience in the 
State of New York. Superintendent 
Van Schaick’s decision follows: 


“On May 5, 1933, the Towner Rating 
Bureau submitted to the Insurance De- 
partment for filing a proposed schedule 
of premium rates for bank fidelity in- 
surance coverage involving a material 
increase in the premium rate charge. 

“Following a study of the new filing 
and the statistical and experience basis 
underlying it, a hearing was held on 
Oct. 5, 1933, pursuant to the provisions 
of Section 141-b of the Insurance Law, 
and in. particular, subdivision 6 
thereof. 

“The evidence submitted at the hear- 
ing disclosed that while the country- 
wide experience on this type of cover- 
age produced an unfavorable loss ratio, 
the experience in the State of New 
York had been very favorable and did 
not warrant the proposed increase. 

“I therefore find that the bank 
fidelity rates, as provided in Towner 
Rating Bureau Bulletin No. 5988, will 
produce an excessive and unreasonable 
profit, and direct that an adjustment of 
these rates be made.” 


Dividends Declared 
by the Travelers 


A dividend of $4 a share has been 
voted by the directors of the Travelers 
Insurance Company, and will be paya- 
ble Dec. 30 to stockholders of record 
as of Dec. 18. This dividend is of the 
same amount as was voted at the De- 
cember meeting a year ago. The 
dividends voted this year aggregate $16 
a share. 

The Travelers Indemnity Company, 
which a year ago paid a dividend of 
$14 a share, voted a dividend of $16. 





a 





Producers Bear Brunt 


of Virginia Rate Slash 


Liability and Property Damage 
Rate Reductions Accompanied 
By Acquisition Cost Cut 


Rates for automobile liability and 
property damage insurance in the state 
of Virginia are going to be lowered in 
accordance with the recent decision of 
the State Corporation Commission and 
it is learned furthermore that a large 
portion of the decrease will be taken 
care of by a reduction in the acquisi- 
tion cost. 

Following extended hearings on the 
question, the State Commission decided 
on a reduction in rates approximating 
5 per cent and at the same time estab- 
lished an acquisition cost ratio of 20 
per cent as compared with the previous 
ratio of 25 per cent. 

The Conference On Casualty Acqui- 
sition Costs has approved the Com- 
mission’s ruling, it is learned, and has 
established the following commission 
ratios for producers: General agents 
and branch offices, 20 per cent; regional 
agents, 16 per cent; local agents and 
brokers, 15 per cent. 

The new rates and commissions are 
effective Jan. 1, 1934. 








Compensation Rates Increased 
2.5 Per Cent in Missouri 


Workmen’s compensation rates in 
Missouri will be increased on an aver- 
age of 2% per cent on Jan. 1, when new 
schedules recently approved by the Mis- 
souri Insurance Department go into 
effect. Increases were allowed on 185 
of the 725 classifications used in the 
state. The number of increases granted 
was considerably below the request 
made by the National Council on Com- 
pensation Insurance when it filed its 
application. 





The Aetna Casualty & Surety Com- 
pany has declared the regular quarterly 
dividend of 40 cents a share and 40 
cents a share extra, both payable Jan. 
2, to stockholders of record as of Dec. 
18. 





The Automobile Insurance Company 
has declared the regular quarterly divi- 
dend of 25 cents a share, payable Jan. 
2 to stockholders of record as of Dec. 18. 
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Brokers’ Supplemental 
Form Causes Discussion 


At a recent mass meeting attended 
by the members of the four Brokers’ 
Associations in Greater New York, op- 
position was expressed to the supple- 
mental form which the New York In- 
surance Department demands that 
brokers fill out in connection with ap- 
plication for renewal of 1934 licenses. 
In connection with this required data, 
the New York Insurance Department 
makes the following statement: 


Numerous inquiries received by the 
State Insurance Department relative to 
the supplemental statement which is to 
be filed with applications for renewals 
of brokers’ certificates of authority for 
the year 1934 have prompted the De- 
partment to explain the nature of the 
information which is required. The 
fifth question on the supplemental 
statement relates to premiums on New 
York State business only which have 
not been remitted to insurance com- 
panies or their authorized agents. Pay- 
ment by note or post-dated check is 
not to be considered as payment in 
making reply to this question. The data, 
where possible, should cover business 
written both as an agent and as a 
broker. Life insurance premiums, how- 
ever, may be omitted. 

In answering question five, an appli- 
cant must give in the first column the 
name of each insurance company or 
agency with which business has been 
transacted where there are amounts to 
be inserted under any or all of the 
next three headings. The Department 
will not insist that the data requested 
in the last column headed “Amount of 
premiums uncollected on policies effec- 
tive less than ninety days prior to this 
date and not paid to the company or its 
authorized agent be furnished, if it is 
impractical to do so. 

It is not necessary to report uncol- 
lected earned premiums on cancelled 
policies where an explanation satisfac- 
tory to the Central Bureau has been 
furnished that Bureau or where the in- 
surer is no longer looking to the appli- 
cant for the collection of the earned 
premium. Likewise, it is not necessary 
to include premiums on policies which 
have not been placed in the hands of 
the applicant for delivery to the assur- 
ed or premiums which may become due 
after audit. Where business has been 
written on the installment basis, only 
instalments which have become due are 
to be reported upon. 

Sub-brokers who merely solicit busi- 
ness and place it through other brok- 
erage offices with the latter billing the 
assured and looking directly to the as- 
sured for payment, may state, if they 
desire, in their answers to question five 
that their business is handled on that 
basis. In such instances it will not be 
necessary to give the detailed informa- 
tion sought by the Department, but the 
name of the office through which busi- 
ness is placed should be definitely indi- 
cated. 

The sixth question reading, “State 
reasons why balances more than ninety 


days past due are in arrears” refers to 
balances not remitted to companies or 
their agents within ninety days from 
the date the policies became effective. 

he answer to question seven, refer- 
ring to total annual premium income, 
should show the gross premium volume 
written by the applicant during the 
past year. Wherever the applicant 
closes his books monthly, the Depart- 
ment will accept as an answer to this 
question the amount of gross premiums 
written to and including November 30, 
1933,but in cases where such figures are 
used, a note to that effect must be 
made to show exactly what part of the 
year has been used as the basis for 
the answers. 

If the applicant desires to prepare 
his application on the basis of the au- 
dit of his accounts as of the close of 
business November 30, 1933, or as of 
a date during December upon which he 
remitted for premiums due, he may do 
so, but he should specify the date used. 
Where other comment is considered ad- 
visable, applicants should feel free to 
make explanatory notes on the blank. 


Van Schaick's Handling 
of Mortgage Companies 

Lawyer Max D. Steuer made the front 
pages of the New York dailies recently 
with what may be described as an at- 
tack on the administration of the New 
York Title and Mortgage companies 
which are under the supervision of 
George S. Van Schaick, superintendent 
of insurance. Mr. Van Schaick made 
no direct reply but his interim report 
to Governor Lehman released for pub- 
lication last week is regarded as an 
effective answer to the charges. Mr. 
Van Schaick’s report says in part: 


Approximately one month has passed 
since my first interim report to you in 
the above matter. 

The public has been kept informed 
from time to time in statements issued 
from this office in respect to the prog- 
ress being made in behalf of creditors 
and all others concerned in these pro- 
ceedings. I make an additional report 
at this time because I have just re- 
ceived information from the deputies 
in the various companies, which is en- 
couraging and gives evidence of the 
fact that this gigantic undertaking is 
proceeding in an orderly and expedi- 
tious manner. These reports show a 
healthy improvement in the orderly 
management of the companies. I am 
anxious for the public to have this in- 
formation so that certificate and mort- 
gage holders will not be induced to 
dispose of their securities for inade- 
quate prices or otherwise take precipi- 
tate action without knowledge of the 
true facts. 

Interest amounting to $22.254,627.70 
has been remitted to certificate and 
mortgage holders since rehabilitation. 
The money now being collected from 
mortgagors is held in trust and re- 
mitted promptly. The present amount 
of outstanding guarantees of the four- 
teen companies is now $1,901,084.318, 
a reduction of $761,123,782 since about 





a year ago. The decrease in the num- 
ber of outstanding guaranteed mort- 
gages has been due to payment and re- 
leases. Most of the releases have been 
by insurance companies, savings banks, 
trust companies and other large hold- 
ers. There have been substantially no 
releases by certificate holders. his 
$761,123,782 of releases and payments 
directly increases the participation of 
the certificate holders in the assets of 
the companies. 

The practice of the title and mort- 
gage companies prior to the bank 
holiday was to pay their investors 
interest upon the due date regardless 
of whether it had been collected from 
the mortgagors or not. Most of the 
interest paid to the investors was re- 
mitted prior to its collection from mort- 
gagors. The increasing inability of 
mortgagors to meet their obligations 
and the fulfillment of the guarantees 
by the title companies prior to March, 
1933, created severe drains on the cash 
resources of these companies and their 
assets became frozen in advances to 
holders of guarantees and real estate 
acquired in foreclosure proceedings. 
After March the companies were al- 
lowed to operate under restrictions 
which in substance merely permitted 
them to pay out amounts that had been 
collected. Mortgagors are not meeting 
their payments by any means as 
promptly as they did in normal times; 
nevertheless, persistence of effort has 
resulted in the collection of a_ sub- 
stantial part of overdue money. For 
example, of the interest due June 1, 
1933, one company has collected in ex- 
cess of 94 per’ cent, four companies in 
excess of 80 per cent and all companies 
in excess of 50 per cent. 

Mr. Van Schaick’s reaction to criti- 
cism of the mortgage company super- 
vision was unusual indeed. He has 
asked Governor Lehman to immediately 
institute an inquiry of his administra- 
tion of these companies as provided by 
the Moreland Act. It is believed to be 
the first time that the head of any 
New York State Department has asked 
for a Moreland investigation. Most 
people are inclined to think that the 
investigation will redound to Mr. Van 


Schaick’s credit. 





The American Underworld 
Army and Its Income 


According to George H. Dern, Secre- 
tary of War, 400,000 men and women in 
this country are making their living 
through crime. This underworld army 
is three times as large as the standing 
army of the United States. It finances 
itself largely through the bootleg trade 
and racketeering. From all sources 
they are estimated to draw between 
twelve and eighteen billion dollars a 
year. Secretary Dern points out that 
this is equivalent to 2 yearly tax of 
between $100 and $150 on every man, 
woman and child in the country. 
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Undeveloped Sources 
of Casualty Premiums 


There are many good reasons why 
lines of business are transferred from 
one agent te another, but it is also true 
that a great deal of business is tossed 
about simply because some agent ap- 
pears on the scene in the role of Cap- 
tain Kidd with all sails set and fires a 
broadside that catches the customer 
and the originating agent off their 
guard. What is needed at the present 
time in the casualty and surety busi- 
ness says The Hartford Agent in a re- 
cent article entitled “Buccaneers or Ex- 
plorers” is the type of agent with the 
spirit of a Columbus or a Magellan or 
a De Soto who finds a real thrill of 
discovering new and_ undeveloped 
sources of income. In most states two 
out of three automobiles are uninsured. 
A recent survey conducted by the Pro- 
duction Department of the Hartford 
Accident and Indemnity Company in- 
dicated that sixty-two per cent of a 
list of desirable prospects with ready 
money did not carry and had never been 
solicited to carry Burglary Insurance 
and that seventy-four per cent of these 
same individuals did not carry and had 
not been solicited to buy Residence Li- 
ability Insurance. 


Aetna's Casualty and 
Surety Sales Course 


The Aetna Casualty and Surety 
Company will conduct seven sessions or 
terms of its educational course during 
the coming year. These will be held at 
the Aetna’s Home Office at Hartford, 
Conn., in accordance with the follow- 
ing schedule: 


Jan. 8 to Feb. 10. 
Feb. 26 to March 31. 
April 16 to May 19. 
May 28 to June 30. 
Aug. 6 to Sept. 8. 
Sept. 17 to Oct. 20. 
Oct. 29 to Nov. 28. 


The purpose of this project is to pro- 
vide the means whereby those Aetna 
sales representatives who wish may ob- 
tain five weeks’ intensive training un- 
der the leadership of capable, seasoned 
insurance instructors, thereby gaining 
added knowledge of casualty, surety, 
fire and marine lines. The survey method 
is thoroughly covered so that the grad- 
uates of the course are the better pre- 
pared to efficiently serve their clients. 

Already hundreds of Aetna-izers have 
completed the course, many having 
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come from states west of the Mississip- 
pi—some from as far away as Cali- 
fornia and Washington. 





Baltimore Has Fewer Street 
Accidents, More Injuries 


It is reported that a total of 
9797 accidents occurred in Baltimore 
streets during the first ten months of 
1933, thereby decreasing the accident 
rate as compared with 1932 by 2.3 
per cent, according to statistics com- 
piled by the Safety Council. 

Ninety-six persons were killed and 
4507 injured in these crashes. 

The decrease as shown by these 
figures amounts to 14.3 per cent so far 
as fatalities are concerned, but an in- 
erease in the number of injuries by 2.3 
per cent. 


Van Schaick Censures 
Company for Violations 


“As the result of an investigation into 
the underwriting practices of the 
United States branch of the Car & 
General Insurance Corporation, Ltd., 
Superintendent of Insurance George 8. 
Van Schaick has found that the com- 
pany wilfully violated Sections 141 and 
141-b of the Insurance Law in under- 
writing nine automobile insurance poli- 
cies and has been grossly careless in its 
handling of claims,” it was announced 
in an Official press release given out by 
the New York Insurance Department 
last week. The report continued: 

“Superintendent Van Schaick has 
asked Attorney General John J. Ben- 
nett, Jr., to bring an action for a penal- 
ty against the company for its wilful 
non-compliance with its rate filings. 
The company was directed to exercise 
greater care in underwriting its busi- 
ness in the future and was warned that 
the continuance of careless handling of 
claims will be deemed to be indicative of 
wilful intent to violate its filed manual 
rates in any subsequent examination or 
investigation by the State Insurance 
Department.” 


American Surety 
Appointments 


The American Surety Company has 
announced the appointment of Henry 
V. Boyer, Hugh E. Reilly and Ralph G. 
Seiler, located at 475 Fifth Avenue, 
New York City, as general agents in 
the mid-town section of Manhattan for 
fidelity and surety bonds. 
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The THIRD PARTY 


By Dick JOHNSTON 


HAD the privilege last week of sit- 

ting in at a meeting that was a 
practical demonstration of what can 
be done in the way of accumulating 
information in the insurance business. 
It was the meeting of managers and 
supervisors, Middle-Atlantic Division, 
of ghe Hooper-Holmes Bureau, Inc. It 
was diversified to the extent that it 
covered all lines of the insurance busi- 
ness, and comprehensive in that it was 
confined to the specific range of inspec- 


tions. —" 


HE object of the meeting, I learned, 

was to establish for the inspector a 
better understanding of the pertinency 
of facts concerning a risk that the 
underwriter wants detailed information 
on when he asks for an inspection. To 
accomplish this objective, an imposing 
array of underwriting talent was called 
upon for first-hand information. The 
subject was one of intense interest to 
each of the authorities present. They 
had before them a group of men whose 
services could be called upon to help 
solve the problems about which they 
were most concerned. The meeting re- 
solved into an informal conference on 
those vitally important phases of under- 
writing—moral hazards, and physical 
hazards that are misrepresented or con- 
cealed and often result in fraudulent 
claims. 

* * 

HE procedure was delightfully in- 

formal. The various underwriting 
executives summarized briefly the sig- 
nificant facts that determine the ac- 
ceptability of risks in their respective 
lines of insurance. They told why the 
facts were significant, and illustrated 
their remarks graphically with ex- 
amples of claims resulting because of 
insufficient or concealed information 
concerning the risk at the time of ac- 
ceptance. They answered questions 
about specific types of information. Un- 
doubtedly the meeting was of immense 
benefit to both the underwriters and the 
inspectors. Matters close to the heart 
of those company officials most inter- 
ested in careful underwriting had been 
presented to an unusually receptive au- 
dience. An efficient stenographer had 
preserved for the records of the Hooper- 
Holmes Bureau these all-important 
matters, and the directing forces of 


/the Bureau’s fact finding service had 


the added advantage of personal con- 
tact with the type of men whom they 
serve. 
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Connecticut Insurance Day 


(Concluded from page 23) 


lies with the companies for the state 
insurance department can only pass on 
the fitness of an applicant for an in- 
surance license but cannot restrict the 
number of insurance agents. 

He deplored the fact that the insur- 
ance business has been ridiculously easy 
to enter. He said it ought to be con- 
sidered a privilege to be an insurance 
agent and that it was up to the insur- 
ance companies to make it so. He said 
that several years ago at the height of 
prosperity, it was estimated that the 
average annual income of an insur- 
ance agent was about $1,100 but that 
with the number of agents, possibly 
larger, the average income of an agent 
today must be even smaller. He as- 
serted that he was confident that the 
companies will do with fewer agents 
in the future and that already there 
is a weeding out process going on in 
many companies. 


New Companies 

Referring to new insurance com- 
panies, Colonel Dunham said he be- 
lieved it should be made more difficult 
to organize new independent companies, 
and he said the stock jobbing that went 
on in the period from 1926 to 1929 was 
a disgrace and should not be permitted 
to happen again. Many of the compa- 
nies which were launched during this 
lush period, he said, have vanished as 
was to be expected when the going be- 
came rough, but that although many 
companies have gone out of business 
there are still more insurance com- 
panies than would be needed by the 
country even under the most pros- 
perous conditions. He said he firmly be- 
lieved that efforts to organize insur- 
ance companies when the public needed 
them was not demonstrated to be dis- 
couraged by the various state authori- 
ties. Colonel Dunham paid tribute to 
the insurance organizations of Con- 
necticut for their work in making Con- 
necticut Insurance Day the important 
event it is. He said that the public still 
has but a vague understanding of in- 
surance and that anything which is 
designed to make the public better ac- 
quainted with it is highly commendable. 
Insurance, he said, has withstood the 
depression better than any other busi- 
ness and this fact has served to con- 
vince millions of people that insurance 
is among the safest things in the world 
as well as among the best investments. 

The Rev. Frank B. Haggard, pastor 


of the Asylum Avenue Baptist Church 
and a past president of the Hartford 
Rotary Club, delivered an interesting 
address on “A Man At His Best.” Fol- 
lowing him, Dr. Solomon S. Huebner of 
Philadelphia, professor of insurance 
and commerce, the Wharton School of 
Finance and dean of the American Col- 
lege of Life Underwriters, spoke on 
“Important Trends In Life Insurance 
In The Near Future.” Dr. Huebner’s 
address appears in large part in an- 
other part of this issue of The Spec- 
tator. 
Luncheon Address 

At the luncheon, several guests were 
called on for brief remarks and Anson 
T. Keeler, comptroller of the state, gave 
a brief address in which he stated that 
it was a source of great pride to the 
state that no domestic insurance com- 
pany, of which there are 52 in Con- 
necticut, had failed during the depres- 
sion. He asserted that the State of 
Connecticut has always maintained a 
high standard of insurance supervision, 
a supervision which has sought to pro- 
tect the interest of policyholders above 
everything else and he said that the 
insurance department has rarely been 
hampered by inadequate appropriations 
for the governors and legislators have 
realized the great importance and vital 
necessity of supporting the insurance 
commissioners in their purpose to look 
after the welfare of the insuring pub- 
lie. 

Afternoon Session 

Following the luncheon, the after- 
noon program was devoted to an open 
forum led by Dr. Huebner. His discus- 
sion of various present day insurance 
problems was obviously of great in- 
terest to the delegates and upon its con- 
clusion a large number of questions 
were handed up to the general chair- 
man, Mr. Turner, and were answered 
by Dr. Huebner. At the closing address, 
an inspirational talk with the title 
“Carry On,” which was the theme of 
the conference, was delivered by Rabbi 
Abraham J. Feldman of the Congrega- 
tion of Beth Israel, Hartford, who 
urged insurance men to forget being 
practical men and become idealists. Col- 
onel Dunham was honorary chairman 
of the Insurance Day committee, hon- 
orary vice-chairman were James L. 
Case, Donald G. North and George L. 
Hunt, and Samuel J. Putnam was sec- 
retary-treasurer. 





Ballard McCall, Successor 
to the Late H. J. Hewitt 


Ballard McCall, elected Secretary of 
the National Surety Corporation, as 
successor to the late Hubert J. Hewitt, 
is a son of the late John A. McCall, 
and is exceedingly well and favorably 
known in surety circles, having started 
with the National Surety Company 
upon its organization in New York in 
1897. His duties as secretary will not 
be unfamiliar to him, as he became sec- 
retary of the company late in the nine- 
teenth century. Of later years he was 
the confidential assistant to Wm. B. 
Joyce, president, and later chairman of 
the company. Upon the creation of the 
National Surety Corporation on May 1, 
Mr. McCall served in the capacity of 
general assistant in connection with re- 
adjustment of the personnel, and as 
well the readjustment of the offices 
which were moved from 115 Broadway 
to the National Surety Building at 4 
Albany Street. 


Milton Acker's 
Columbia Lectures 


Milton Acker, manager of the Com- 
pensation and Liability Department of 
the National Bureau of Casualty and 
Surety Underwriters, will give a series 
of evening lectures on casualty insur- 
ance at Columbia University during the 
spring session beginning Feb. 7, 1934. 
The courses are in connection with the 
University Extension, Department of 
Business. Mr. Acker has been a mem- 
ber of the Columbia University Exten- 
sion faculty for several years. The 
lectures this year will discuss the prin- 
ciples and practices of casualty insur- 
ance, and their application in the more 
important fields of that business. 


W. J. Smith Executive 
Head of Lawyers Title 

William J. Smith has been chosen as 
the executive head of the Lawyers Title 
Corporation. This is the company or- 
ganized in New York under Insurance 
Superintendent Van Schaick’s direction 
to take over the business of the Law- 
yers Title & Guaranty Company, now 
in rehabilitation. James A. Beha, gen- 
eral manager of the National Bureau 
of Casualty & Surety Underwriters, is 
chairman of the board of directors 
among whose members are A. A. Berle, 
Jr., one of the well known members of 
President Roosevelt’s “brain trust,” 
George V. McLaughlin, Daniel J. 
Mooney and Aaron Rabinowitz. 
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Vincent Cullen Discusses 
Kenlon Coal Decision 


The unanimous decision of the Ap- 
pellate Division of the New York Su- 
preme Court in the Kenlon coal case 
definitely settled any question concern- 
ing the legality of the National Surety 
Corporation, according to Vincent Cul- 
len, president. 

“The National Surety Corporation 
by assuming the outstanding bonds and 
policies of the old company saved hun- 
dreds of thousands of people from the 
trouble, annoyance and great expense 
of replacing their insurance protection. 
It preserved the reinsurance and coin- 
surance relations with other companies, 
and, in brief, has accomplished every- 
thing the Superintendent of Insurance 
contemplated. The National Surety 
Corporation today is one of the sound- 
est and most liquid companies in the 
surety business. 

“Every company and every man in- 
terested in the insurance industry owe 
the Superintendent of Insurance of the 
State of New York and likewise the 
Insurance Commissioners of other 
States a debt of gratitude for the man- 
ner in which this rehabilitation has 
been carried out. They could have saved 
themselves much trouble by taking 
other measures, but courageously ac- 
cepted this great burden, and must be 
happy to see a solution of such a com- 
plex problem, and must likewise be de- 
lighted in the success of the new cor- 
poration sponsored by them. I want to 
particularly stress the fact that the 
loyal support of our many thousands of 
agents and clients nationwide has been 
completely justified.” 


Digest of Workmen's 
Compensation Laws 

The thirteenth edition of the “Digest 
of Workmen’s Compensation Laws in 
the United States and Territories, with 
Annotations,” which is revised to Nov. 
1, 1933, and which was compiled and 
edited by F. Robertson Jones, general 
manager of the Association of Casualty 
and Surety Executives, One Park Ave- 
nue, New York City, is now on sale. 

The “Digest of Workmen’s Compen- 
sation Laws in the United States and 
Territories, with Annotations,” enters 
upon the twenty-second year of its pub- 
lication, revised to Nov. 1, 1933. It 
covers all the compensation laws in 
effect in the United States and Terri- 
torial Possessions, exclusive of the Fed- 
eral soldiers’ and sailors’ compensation 
law. 
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C. A. Laubach Heads 
Central Casualty of Ohio 


As successor to the late J. B. Kahle, 
directors of the Central Casualty Com- 
pany of Columbus, Ohio, have elected 
C. A. Laubach as president of the com- 
pany. Mr. Laubach, who has been a 
director of the company for a number 
of years, also was president of the 
Columbus Oil Company prior to its 
merger with the Shell Petroleum Cor- 
poration. 


Acc. & Health Meeting 


(Concluded from page 29) 


of the Great Northern Life, Chicago, it 
was brought out that there has been a 
slight increase in automobile losses, and 
that suicides have decreased in recent 
months. There was considerable 
cussion of loss ratios by states. 

Withdrawal from some of the more 
undesirable states, particularly those in 
the South, was suggested. Cooperation 
between companies in claim matters 
was advocated, the most important sug- 
gestion being that one adjuster be 
assigned to handle all claims where 
more than one company is involved in 
a single case. It also was asserted that 
there is a need for uniform practice 
in allocating claim expenses. Some 
companies have met the problem of the 
high loss ratio states by limiting their 
underwriting in those states to special 
policy forms. 

C. W. Ray, president of the Hoosier 
Casualty, and president of the confer- 
ence, led the discussion on investments 
and valuation of securities, the com- 
ment centering principally on the diffi- 
culty of smaller companies that have 
invested in sound securities of their 
home states not included in the report 
of the Standard Statistics Company to 
properly value their securities for state- 
ment purposes. 

Underwriting was led by E. C. Bud- 
long, vice-president of the Federal Life, 
the discussion centering principally on 
the procedure to be followed in rein- 
stating policies. 

George Manzelmann, North American 
Accident, chairman of the executive 
committee, led the discussion on agency 
problems; E. St. Clair, North Ameri- 
can, on legal problems; and S. C. Car- 
roll, Mutual Benefit Health and Acci- 
dent, on insurance departments, his 
principal suggestion being that the 
members invoke the aid of Harold R. 
Gordon, executive secretary, to a great- 
er degree in their dealings with the 
insurance departments. Approximately 
one hundred attended the meeting. 


dis- 


Hooper-Holmes Bureau 
Holds Phila. Meeting 


Managers of Middle-Atlantic Division 
Hear Underwriters’ Views on Inspec- 
tion Reports 


Inspections from an_ underwriter’s 
standpoint were discussed by prom- 
inent underwriting executives repre- 


senting all lines of insurance at an all- 
day meeting in Philadelphia last Fri- 
day of managers and supervisors, Mid- 
dle-Atlantic Division, of the Hooper- 
Holmes Bureau, Inc. The meeting was 
held at the new quarters of the Bu- 
reau’s Philadelphia office in the Lehigh 
building, 108 South Fourth Street. 
The program, which was designed to 
bring out present-day requirements of 
inspection reports, consisted of in- 
formal talks on underwriting prin- 
ciples as they pertain to the physical 
and moral characteristics covered by 
inspections. The speakers and _ the 
various topics covered were as follows: 
Malcolm Adam, assistant vice-presi- 
dent in charge of underwriting, Penn 
Mutual Life, “Life Inspections;” W. H. 
Howland, superintendent, accident and 
health dept., General Accident, “Acci- 
dent and Health;” James W. Davis, 
supervisor of claims, Penn Mutual 
Life, “Disability Claims;” James F. 
MacGuire, assistant chief underwriter, 
ordinary applications dept., Pruden- 
tial, “Life Inspections;’” H. B. Mont- 
gomery, assistant secretary, burglary 


dept., Indemnity Ins. Co. of N. A,, 
“Burglary;” C. L.* Brearly, manager, 
automobile dept., General Accident, 


“Automobile;” R. K. Campbell, credit 
manager, America Fore group, “Fire;” 


Wm. T. McKenna, manager, inland 
marine dept., Continental Ins. Co., 
“Inland Marine;” T. H. Keucher, man- 
ager, accident and health dept., In- 


demnity Ins. Co. of N. A., “Accident 
and Health Claims;” Simon J. Scullin, 


manager, burglary dept., Maryland 
Casualty, “Burglary;” Harry Levy, 
manager, automobile dept., U.S.F. & 


G., “Automobile— Regular  Lines;” 
Leonard Wilson, manager, accident and 
health dept., Fidelity & Casualty Co., 
“Accident and Health.” 

The program was capably directed 
by Elliot Stiles, executive vice-presi- 
dent of the Hooper-Holmes Bureau; 
S. S. Ridgely, supervisor, Middle-At- 
lantic Division; and H. B. Yerkes, 
Philadelphia manager. 
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“A Life Insurance Company” 


having a Special Proposition to submit to a 


selected limited number of people in the States 


of Maryland and Virginia desires to secure the 
services of two high-class Life Insurance Sales- 
men. 

Address: Confidential care THE Spectator 








OPPORTUNITY! 


Desirable Territory Open for General Agencies 
Liberal Contracts 
PHE CAPITOL LIFE INSURANCE COMPANY 


Denver, Colorado 














NOW IT's 
LIFE INSURANCE 








TO YOU AND YOURS 


During this Christmas-tide we commem- 
orate anew the best of our services to 
mankind. 

Dedicate anew the obligations of this 
company in its stewardship of funds 
entrusted to its care. 

Pledge anew ourselves to the continued 
faithful fulfillment of all covenants. 


Wish for you and yours the peace and 
happiness of a life complete. 


PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 


FRANKFORT INDIANA 

















LIFE PLUS 


The Modern Answer to the Demand 
for Life Insurance with 
Disability Income Benefits 
Let Us Tell You About It 


THE PROVIDENT 
LIFE AND ACCIDENT INSURANCE 

| COMPANY 
CHATTANOOGA, TENNESSEE 














Triple Indemnity Life Insurance 
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by WALTER CLUFF WEEKLY ACCIDENT DISABILITY 
Author of "Life Underwritina in 
Efficiency” and “The Spirit of ONE CONTRACT FOR ONE PREMIUM 
Life Underwriting.’ 
Cn" Agency contracts available at Bangor, 
act, pocket-size booklet picks up the Cincinnati, Ohio; Toledo, Ohio; Erie, 
id a i prospective agent has been sold on life Penna.; Harrisburg, Penna.; Altoona, Penna.; 
has signed a contract Williamsport, Penna.; and Detroit, Mich. 
Sin written, frank and straightforward, non . 
in every respect, the suggestion is made that Inquire 
rty-six page booklet be made standard equip 
ent for every new agent The author explains “the UNITED LIFE AND ACCIDENT 
is and exactions that our business makes of WY T 
is you enter t. er puts before the new agent INSURANCE COMPANY 
bligations and responsibilities it lays upon you United Life Building, Concord, New Hampshire 
igh study, preparation and procedure.”’ Plainly, 
t tells what every new agent “must face, what he 
against’ in selling life insurance 
— a 
It is not intended to discourage the new man 
father a thorough reading should start him off in ariimmiit ’ ————————— 
the right direction This booklet should be among | = . Ma 
C first of educational matter given to him It can 
sed for the older agent who needs to be resold 
the fundamental habits of life insurance selling GRAND RAPIDS LABEL CO. 
A COPY ew by B. M. Wolberg, C. L. U., in Manager's GRAND RAPIDS, MICH. B | 
Vaeoacine of the Life Insurance Sales Research 
12 COPIES $5.40 POLICY LABELS atckinos |p 
Write for Folder Showing Elaborate Display 
ORDER TODAY FROM <a 
r >) y Py _ LEO NN )—— 
THE INSURANCE FIELD — i 
. : As ABOVE SHAPE, YOUR Copy 
P. O. Box 1164 Black and Silver Metal Debossed—1M - $7.50 3M-$12.50 5M- $16.75 
, rr“ i ki ri " 
LOUISVILLE, x KENTUCKY We have all kinds at prices that talk 
— cotamenied ere 
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